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ERIE Aston Humps 
| PUSH-PULL-double action 


Easy action piston travels only 2 inches and 
delivers about 23 gallons at 100 “push-pulls”’. 
HOUSING of heavy die cast aluminum — 
CYLINDER of aluminum—Both Housing and 
Cylinder are anodized to prevent corrosion. 
GALLONS PISTON CUP of “Hy-Car” impervious to 

per petroleum products—PACKING of molded 
graphite—INLET and DISCHARGE VALVES 
are brass with cadmium plated steel springs. 
BASE cast iron with 1} inch and 2 inch male 
threads—1 inch suction pipe. Choose from 
13 models. Ask for catalog and price list. 


ERIE METER SYSTEMS, INC. 
Exe, Pennsyluania 
CHOOSE FROM 13 MODELS 


100 “PUSH-PULLS”’ 


Series 1600-10 


Cutaway view. 


Pe 


Optional-die cast alumi- 
num base with | inch 
inlet and sliding bushing 


Model 1621-30 Double 
Action Pedestal Pump 
for mounting on island 
or platform, complete 
with flow type totalizing 
meter, 20 gallon dial and 


Model 1611-10 Double 
Action Barrel Pump in- 
cludes 34” x 8’ static wire 
Hose and Nozzle. 








34,” x 8’ static wire Hose 
nmap and Nozzle. 
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mm “140° heat never 
bothers this baby! 
U.S. Royal Curb Pump 
Hose can take 
desert heat 
without cracking.” 





In the California desert, where temperatures 
often hit 140°, even the lizards crack up. 
But never U.S. Royal Gasoline Hose. 
Under the broiling sun’s rays this hose, with 
its Neoprene covering, remains good as 
new. And it never cracks or stiffens up in 
the severe cold. 


Pump operators prefer this new curb pump 
hose to all others. It’s completely flexible 
and stays that way. Circular wire-woven, it 
can’t collapse, and the wire forms a static- 
eliminating contact between couplings. 
Approved by Underwriters’ Laboratories 
and equipped with the U.S. Giant® 
Compression Spring Coupling that gives 
longer hours of trouble-free service because 
of its special construction features. 


The up-to-date service station supply 
distributor has it— ask for it by name — 
U.S. Royal Curb Pump Hose. 


PRODUCTS OF 


“U.S.” Research perfects it 
“U.S.” Production builds it 
U.S. Indastry depends on it 


U. S. ROYAL CURB PUMP HOSE isthe most flexible on the market 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION «+ ROCKEFELLER CENTER, NEW YORK 206, N. Y. 
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General American shop. 
There, tank car experts 

can service the 200—plus 

types of GATX cars with 


RN specialized tools, jigs and 


— 





“wefixtures, testing equip-— 
ment and replacement parts. 
v These car repair shops 
use the facilities and 
experience developed in 
building the fleet. They 
work with the traffic 
and mechanical departments 
to supply an integrated 
tank car service, giving 
shippers great flex-— 
ibility of car types and 
dependable transporta— 
tion for bulk liquids. 
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Car repair shops 


throughout 135 South La Salle Street, Chicago 90, Ilfinois 
the U.S.A. Offices in principal cities 
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Behind Our Headlines 


The reader reaction to our Jobber 
Estate Planning series (concluded with 
this issue) has been simply terrific. 


In writing . . . and orally . . . sup- 
pliers and jobbers in numbers now 
beyond count, have been telling us that 
this is one of the most valuable con- 
tributions ever made by NPN to the 
advancement—and to the stability— 
of petroleum marketing operations. 


We repeat that here, not in any 
sense of boasting, but for the purpose 
only of suggesting that others than 
just jobbers and their suppliers could 
profit from a careful study of these 
articles. Because there are values in 
them for every type of NPN reader, 
including the salaried individual. 


One of our staff members, for ex- 
ample, was jarred into the sudden 
realization that what is said in the 
series about the wisdom of making a 
will applied as much to him as to Job- 
ber Jones. And hied himself off forth- 
with to consult an attorney. 


Then, too, there is the example re- 
ported to us by several members of 
the Assn. of Eastern Petroleum Credit 
Managers . . . of how the existence, 
in print, of an authoritative discussion 
of estate planning is helping them in 
their counselling of jobbers on the 
financial phases of their businesses. 


Our only wish, in closing the series, 
is that we had run it much, much 
sooner. Because, in just the past few 
days, word has come of the passing of 
two Independent jobbers, each of 
whom died without leaving a will. Had 
they but been able to read long ago 
in NPN, perhaps. . . 


—Herbert A. Yocom 
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Here’s the pail 


that customers 
& 


The Tri-Sure* 2%‘ Threaded Spout 
gives your pails a definite sales value by 
providing a strong rigid spout for pouring. 

















This Tri-Sure spout retracts for fast filling 
through large opening. 

The Tri-Sure nozzle for this spout receives a 
tamper-proof seal and is threaded for the 
Tri-Sure screw cap. These screw caps can be 
furnished lithographed. 

Modernize your containers with the closure 
that makes your filling easier, builds good will 


—and business. On your next pail order, a > oe 
specify the Tri-Sure Threaded Spout. Flange, Plug 
an 


*The “‘Tri-Sure” Trademark is a mark of reli- 
ability backed by over 30 years serving industry. 





FOR PAILS & CANS 
Nozzles, 

Spouts, Seals 
and Caos 


CLOSURES 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Phillips in California—Phillips Petroleum Co. is now 
making arrangements for selling branded and unbranded 
motor oils and greases in Southern California. Products 
will be brought in as soon as suitable distribution has been 
set up. This has revived rumors that Phillips will start 
selling gasoline on the West Coast. But the company ap- 
parently has no definite plans for breaking into the gasoline 
market in the foreseeable future (although its eventual 
entry is possible). 


Radio for Fuel Oil—Two-way truck radio is steadily 
gaining favor in fuel oil operations. Many jobbers report 
that the advantages of lower oil delivery cost and better 
customer service more than offset the cost of equipment. 
The latest show of interest among big companies is a 
major’s decision to buy truck radios for its Baltimore oper- 
ation (14,000) fuel oil accounts. The company was im- 
pressed by the cost figures of a big Baltimore jobber using 
two-way radio for several years. Another major in the 
same city is reported experimenting with radio for fuel 
oil service trucks. Spurring the two-way radio growth is 
sharpening competition between fuel oil and natural gas, 
plus rivalry among oil marketers themselves. 


Lube Market Blow—Independent lube oil exporters will 
suffer most if the Brazilian government accedes to local 
demands for a ban on imports of packaged lubricants. 
Industrialists in Brazil reportedly are urging the ban, to 
save dollar exchange on containers. In most cases, the large 
lube marketers have interests in compounding plants or 
terminals and can handle bulk oil. But the smaller U. S. 
exporters—dealing only in packaged oil—are squeezed out. 


Ton-Mile Opposition—Support is growing for proposed 
federal legislation (H. R. 407) to permit a government in- 
vestigation of ton-mile taxes—including variations such as 
the controversial axle-mile tax in Ohio. Rep. William H. 
Ayres (R., Ohio), sponsor of the bill, reports getting “hun- 
dreds of wires” urging the investigation. He says similar 
sentiments are being expressed from back home to con- 
gressmen of 25 states affected by the Ohio tax. 


Oil Appeal to Women—Oil Industry Information Com- 
mittee is bringing out a woman’s version of the “Magic 
Barrel” for showing the many articles made from oil. The 
new demonstration piece will be called the “Magic Suit- 
case.” Since it is intended for presentation before women’s 
groups, the suitcase will have only items of appeal to 
women. It will be easily carried by the demonstrator 
(ideally a woman dressed entirely in clothing made from 
petrochemicals). Some of the oil women’s Desk and Derrick 
clubs are showing interest. About a dozen of the suitcases 
are expected to be available by June 1. 
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Liquefied Natural Gas—Washington oil observers pre- 
dict little threat to home oil heat in a new process for 
liquefying natural gas and moving it by water to distant 
markets. The experts say the new process could provide 
above-ground storage to strengthen existing piped gas 
operations. And the liquid gas could displace fuel oil or 
coal used as sources of manufactured gas. But the feeling 
is that the terrific investment required would not justify 
building new pipe systems just for the liquid gas. This 
would rule out such gas as a big new competitor to heat- 
ing oil, liquefied petroleum gas, or coal for home heat. 


Mobilgas Special Promotion — General Petroleum 
Corp. will capitalize on last week’s “Mobilgas economy 
run” in introducing its new premium gasoline about April 
19. It was not announced during the Los Angeles to Sun 
Valley contest that the stock cars were fueled with Socony- 
Vacuum’s new Mobilgas Special premium gasoline (just 
introduced east of the Rockies). General Petroleum 
(Socony’s western affiliate) saved that news for advertising 
impact, and now has extra ammunition in plugging the 
economy virtues of the new gasoline. 


Cutting Oil Confusion—Oi! men hope to work out a 
solution soon with the Internal Revenue Service on how 
collections should be handled under the revised tax on 
cutting oils. Previously, all such oils were classed as lubricat- 
ing oils, with the 6¢ a gal. tax paid by the manufacturer. 
But under the new tax law, only actual lubricants pay the 
old 6¢ rate. The tax on cutting oil has been dropped to 
10% of the selling price. Yet some oils are used for either 
cutting or lubrication. This raises the big questions: What 
is the tax rate, and who is responsible for collection and 
payment, when the use of the oil is doubtful at the time 
of sale? 
e 


Jersey Digs In—Standard Oil Co. (New Jersey) has its 
eye on hotter market battles ahead in planning capital ex- 
penditures this year “somewhat greater” than the $509 
million spent last year. The company and its affiliates will 
meet “sharper competition” by continuing “their efforts to 
make products better and to develop new ones, and to lower 
production and distribution costs still more.” But Jersey 
thinks “the greatest effort will have to be directed to aggres- 
sive salesmanship,” which “should be good for all of us.” 


Lube Oil Job Tougher—Lube men report 1955 model 
cars will place even greater demands on motor oil than did 
this year’s cars. They predict higher compression ratios, 
greater spring tension in lifters, and heavier loads on cam 
lobes. On top of this, some lube problems still remain 
with 1954 models. 


For more Ahead of the News > 
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DRAMATIC TEST of Hood's Puncture Protection! Here 17 spikes have been 
hammered into the tread area of the new Hood Safety-Seal "400". 


NEW HOOD TUBELESS TIR 


OW you can give your customers 
N a self-sealing tubeless tire for less 
than they'd pay for a regular tire and 
safety tube. 

And listed below are six additional 
advantages your customers get with 
the new Hood Safety-Seal “400” tube- 
less tire. These are genuine bonus 
values that can be readily pointed out 
to any customer. More high-profit 
sales can be closed because of them. 


Extra values for customers 
mean extra profits for you 
Hood has built these extra values into 
Safety-Seal “400” tires so that more 
people will want and buy them . . . so 
that your dealers can get an extra 

share of the tire business. 


To help dealers do this, Hood pro- 
vides a sensational sales kit that 


~ 


Even in this extreme test every puncture was sealed instantly—with- 
out measurable loss of air—by Hood's Safety-Seal Puncture Guard. 


MORE VALUES FOR YOUR CUSTOMERS 





contains all of the essential selling 
tools. In addition, they get the benefit 
of local and national area advertising! 

There’s no doubt that a Hood 
franchise provides TBA marketers 
with an opportunity to compete 
more profitably against anyone. 
Write for the facts that prove this. 
Dept. NH-4, Hood Rubber Company, 
a Division of the B. F. Goodrich 
Company, Akron, Ohio. 


Here’s why car owners 
will buy Safety-Seal *400’s”’ 
I Bonus value in blowout protection 
results from double layer of butyl rubber 
in new Hood Safety-Seal blowout shield. 


2Bonus valve in freedom from flats 
is assured by new Safety-Seal Sealant just 
under the tread. It seals punctures without 
loss of air. 


MORE PROFIT FOR YOU 


3 Bonus value in mileage has been 
built into the thick, broad treads. 


4 Bonus value in comfort results from 
the softer, easier, quieter ride. 


5 Bonus valve in traction is the result 
of a new tread design that keeps more rub- 
ber on the road. 


6 Bonus value in skid protection - 
new molded-in Safety-Grip Blocks and Skid- 
Safe center ribs assure safe, straight-line 
stops, and fast acceleration. 





-HOOD-— 
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AHEAD OF THE NEWS 


Gasoline Refund Push—It would not be surprising to 
see a renewed drive on the part of jobbers behind legislation 
to grant gasoline distributors a refund on federal taxes paid 
for products destroyed by fire or other casualty. Bills pend- 
ing in the Senate Finance Committee (S. 595) and the 
House Ways and Means Committee (H. R. 3164) would 
grant a refund. Month after month these bills have gathered 
dust in committee. But now there is a growing awareness 
on the jobber’s part that he can’t wait for the other fellow 
to do the pushing—that the only way to get the legislation 
passed is to light a fire under his congressmen, especially 
those on the two tax-writing committees. 





Competition in Canada—Canadian Oil Companies, 
Ltd., Toronto, is pushing plans to prepare for “the stiffest 
type of competition.” President W. H. Rea says studies 
are being made to enlarge the company’s Sarnia, Ont., 
refinery. He believes this “should be undertaken next 
year.” At 21,000 b/d, the plant is now running slightly 
over its rated capacity, and 1954 sales are running more 
than 10% above 1953. Mr. Rea also says the company 
hopes to become “fully integrated and to continue to be 
wholly owned in Canada.” He hints Canadian Oil will 
soon be searching for oil in western Canada. To direct its 
competitive fight, the company is establishing a new execu- 
tive committee. Members: President Rea; R. C. West, vice 
president in charge of sales; and D. P. Robinson, vice 
president, secretary and general counsel. 


Hope for OGD—Chances that the Interior Department 
will get more than the House-approved $100,000 for 
operation of its Oil and Gas Division in fiscal 1955 are not 
as bleak as they might seem. The Senate is almost always 
more sympathetic toward fund requests than the House. 
If Interior makes a fight, it should get at least a partial 
restoration of the $300,000 it asked for. Best bet for final 
solution: A Senate-House compromise at about $200,000. 
The Oil and Gas Division is slated to take over duties of 
Petroleum Administration for Defense. 


NPN Staff 


‘Economy Run’ Boost—lIt's an open secret that those 
associated with General Petroleum’s “economy run” were 
relieved to see other than a Ford-built car drive off with 
the sweepstakes award last week. The feeling is that the 
victory by a Studebaker Land Cruiser will be a shot in the 
arm to “economy run” promotion, into which GP has 
poured a lot of money. Ford-built cars had won four years 
in a row. Those close to the event feared Interest might 
have been deadened, and the event threatened, if Ford 
had won again. 


Matinee Meetings Click—American Petroleum Indus- 
tries Committee reports several of its state committees 
have found a good answer to the question: How do you get 
station dealers to attend group meetings? The PIC solu- 
tion: Hold afternoon meetings, instead of the customary 
night meetings. Nebraska PIC Secretary Russell Lockwood 
says twice as many dealers are attending 2 p.m. sessions 
than formerly came at 8 p.m. He explains dealers prefer 
the afternoon meeting because: (1) the dealers are tired at 
night and want to go home, (2) they don’t have to pass up 
night social activity and television programs, (3) they can 
attend meetings in work clothes, which they don’t like to 
do at night, and (4) they can usually get away for the 
meetings because mid-afternoon is slack time at many 
stations. The 1/2 to 2-hour PIC sessions are held to explain 
the dealer’s stake in legislation. PIC men admit the after- 
noon system doesn’t work out in all cases. And they stress 
it takes more than a favorable hour to draw dealers. Also 
needed: A strong appeal to the dealer’s “pocketbook nerve.” 


New Truck Terminal—Indiana Standard this summer 
will build a transport terminal near Lafayette, Ind., to be 
supplied by pipe line from Standard’s Whiting, Ind., re- 
finery. The terminal will distribute gasoline and light fuels 
to northwest Indiana and part of eastern Illinois. Besides 
storage tanks, the plant will have an office, repair shop, 
garage and laboratory. It is slated for operation by Nov. 1. 
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Plate 824-—~Special All-Bronze Plate 983 — Single Master Swing Plate 984 — Double Master Swing 
Double Swing Joint. Joint. Sizes 1¥2 to 3 inches. Joint. Sizes: 1% to 3 inches. 
Sizes: 4% to 1% inches. 


Plate 823 — Special All-Bronze 
Single Swing Joint. 
Sizes: 34 to 1% inches. 


Plate 889 — Straight Standard 
Swing Joint. Sizes 1% to 4 inches. 


Plate 814 


Plate 813 — Single Standard Swing 
Double Standard Swing Joint. 


Joint. Sizes: 4% to 10 inches, 


PRODUCTS OF EXCELLENCE FOR AN EXACTING INDUSTRY 


Through the years since the infancy of the oil 
industry, the A. Y. McDonald Mfg. Co. has 
worked closely with the men in the field. We 
have learned their needs as those needs de- 
veloped. We have planned and produced to 
meet their requirements with experience and 
know-how as our guides. 


As an example: We are known throughout the 
oil industry as “The Home of the Swing Joint.” 
However, the superior product which we pro- 
duce today is the result of many years of de- 


HOME OF THE SWING JOINT. 


OIL EQUIPMENT ®@® BRASS GOODS @ 


PUMPS 


velopment and diligence on the part of our 
engineers to provide you with the finest prod- 
uct possible. 

Illustrated is a portion of our complete line 
of Swing Joints ...one to serve every purpose. 
te above is Plate 814, the Double Stand- 


ard Swing oe It features an iron body, 


bolted gland, and bronze ferrule. Sizes % to 
10 inches. Write for free information on our 
complete line. 


A. Y. MSDONALD MFG. CO., Dubuque, Iowa 


EST. 
1856 


< MtDonald 
NEE 
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WASHINGTON 


There's a Reason for Oil Budget Cuts 


A coal state congressman seems to 
have played a big role in the heavy- 
handed treatment the House gave 
government budgets dealing with oil 
activities. 

This congressman, concerned over 
the troubles besetting the anthracite 
coal people, went to the Bureau of 
Mines several times during the past 
year with proposals for assisting the 
miners. In each case, however, the 
Bureau decided that what he proposed 
was Outside the Bureau’s jurisdiction, 
or contradictory to the Administra- 
tion’s over-all economic policy. 

The congressman happens to be on 
a House appropriations subcommittee 
which acted on the Interior Depart- 
ment’s budget requests. So, when he 
saw the requests made for oil activi- 
ties, he took this view: If the coal 
people couldn’t get the help they 
wanted, he’d make certain the petro- 
leum industry didn’t get any breaks 
either. 

He led the attack on the budget 
requests for the Oil and Gas Division 
to succeed PAD, and the budget for 
petroleum research projects carried on 
by the Bureau of Mines. The result: 
OGD got trimmed from $300,000 to 
$100,000, while the Bureau’s oil work 
was cut 33% below its current level. 
On the other hand, the synthetic fuels 
program (in which coal has a big stake) 
was sliced only about 5%. 

The committee—and Congress in 
general—was being tough generally 
in handling this year’s budget. Very 
few cuts, though, were equal to the 
deep slashes in oil activities. 


New Industry Ahead? 


The Foreign Operations Adminis- 
tration and the International Bank for 
Reconstruction and Development 
(World Bank) have pricked up their 
ears over the development in the U.S. 
of what appears to be an economically 
and technically feasible method of 
transporting liquefied natural gas. 

Neither agency is too concerned 
with the domestic possibilities this new 
operation would offer. Rather, they are 
intrigued as to how it might “kill two 
birds with one stone”—that is, put 
an end to the flaring of natural gas in 
the Middle East and, at the same time, 
furnish such points as London with 
gas at about one half the price of 
manufactured gas. 

In fact a World Bank engineer, Carl 
Flesher, is so enthused about the idea 
that he is almost certain the Bank 
would be willing to advance funds to 


anyone seeking to apply the new in- 
dustry on an international scale. 

Incidentally, this idea was first 
brought to light on these pages in 
November, 1952, as an alternative to 
a proposal for building a natural gas 
pipe line from the Middle East to 
Europe. 

Later it developed that an independ- 
ent operator, W. L. Morrison of Il- 
linois, had been quietly working on gas 
liquefication and transportation and 
was just about ready to remove the 
wraps, as reported on these same pages 
in December, 1953. 

Now, the wraps are off. Mr. Morri- 
son will soon be supplying the Chicago 
stock yards with liquefied gas. He’s 
also looking down the road and is 
discussing with Venezuela the possi- 
bility of moving surplus gas from there 
to the U.S. East Coast. A new inter- 
national industry may be aborning. 


Is Oil the Culprit? 


Stories from West Germany lately 
have had a tendency to blame the cur- 
rent troubles of the Ruhr coal industry 
on competition from oil. 

There seems to be little doubt that 
oil is beginning to give German coal 
a run for its money, thanks to the fact 
that some of the artificial but thorny 
trade barriers against petroleum have 
been breached during the postwar 
period. 

But here’s a question for some of 
these economic analysts who seem de- 
termined to make oil a villain in this 
case: 

How come U.S. coal can be laid 
down at Hamburg cheaper than Ger- 
man coal from the Ruhr? 

The Foreign Operations Administra- 
tion says their only explanation is 
“freight rates.” In other words, coal 
can be produced in the U.S., hauled 
several thousand miles across the At- 
lantic and sold more cheaply than 
Ruhr coal which is produced in Ham- 
burg’s backyard, relatively speaking, 
and is transported by rail and barge. 

Incidentally, unless the West Ger- 
mans change their trade tune drastic- 
ally, those barriers against oil will not 
be erected again. The reason is this: 
The Germans have one of the strong- 
est economies in Europe today and 
know they can compete very success- 
fully against businessmen of other 
countries. Therefore, they are among 
the most vigorous drum-thumpers for 
liberal trade—at least, on the surface. 


By NPN Washington Staff 
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TO CUT TRUCKING C 


LOW INITIAL COST 
LOW OPERATING CO 
LOW MAINTENANCE 


Learn how these (and 
features can boost ton 


FOR 

TRAILING OR PUSHER AXLES 
DUAL DRIVE TANDEMS 
TRAILER TANDEM AXLES 








Flat-leaf, progressive spring- 


VARIABLE RATE SPRINGS 
ing means empty vehicle 
gets smooth, resilient ride 


Maximum payloads get full, 








graduated suspension. Load and body damage 
goes down, ton-mile profits go up. 


AUTOMATIC TRACKING 








TandemTrac automatically 
guides wheels around high- 


Pp -<—>-~ 
way curves, aligns them on 


| | 
—t the straightaway. Unbeliev- 








able tire life, greater fuel mileage, mean 
money saved on all hauling jobs. 


AUTOMATIC LOAD DISTRIBUTION 








60% 40% LIGHT 


On trailing and pusher axles 
50% 50% LOADED 


TandemTrac puts 60% of 
the lood on the drive axle 
for empty - truck traction, 








= 
= 
es 


splits full legal payloads 50-50, automatically 
Trailers or dual drives get constant 50-50 
ratio. 
>. * * 

Get the whole story of the first new ideo in 
tandem suspensions in 20 years. You can't 
offord not to. . . you can afford TandemTrac. 
Write or mail the coupon today. 


TRUCK IPMENT CO., INC. 
Fillmore ee Buffolo 14, N. v. 





Gentlemen 
Please send literoture describing the new Tondem- 
Troc Suspension. 


NAME —_. TITLE 


FIRM 

NATURE OF BUSINESS 
ADDRESS 

Cry ....... 


ZONE STATE 
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ETROLEUM INDUSTRY INDICATORS 





BU) WEEKLY PETROLEUM STATISTICS ‘arp 


Primary Stocks 
*Finished and unfinished gasoline (thous. bbl.) 
*Distillate fuel oil (thous. bbl.) 
*Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M. (thous. bbl.) 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 
Refinery Output 
*Gasoline (thous. bbl.) 
*Kerosine (thous. bbl.) 
*Distillate fuel oil (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 


* Ex jet fuels. See explanation on p. 11. 


mz) MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 
Exports of crude and refined products (thous. bbl.) 
Average station gasoline price, ex tax (¢ per gal.) 
Gasoline consumption (million gal.) 

Service station building permits (number) 

Passenger cars—domestic shipments (thous.) 

Truck and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 

Oil burner shipments (thous.) 


NPN PRICE AVERAGES* 
Refinery /Terminal 
(¢ per gal.) 
Apr.9 Mar.12 Apr.6 
1954 1954 1953 
Gasoline 11.85 11.69 11.65 
Kerosine 10.48 10.57 10.17 
Distillate 9.09 9.18 8.69 
Residual 3.93 4.00 3.43 
4 principal 
products 8.99 8.95 8.67 
Lube oil 16.98 16.96 18.00 
Crude at well 
($ per bbl.) 2.82 2.82 2.63 





*Weighted average price, prin- 
cipal markets. 


Week 
Ended 
Apr. 4 
1953 


179,674 177,626 160,899 
59,551 67,413 59,428 
17,447 19,505 18,379 
43,718 46,065 39,998 

268,547 261,934 275,984 


6,761 6,951 6,965 
568 501 666 
83.5 86.2 91.0 


22,858 23,393 22,033 
2,233 2,867 2,479 
10,058 10,432 10,102 
8,025 8,195 8,593 


6,378 32 6,243 
513 855 


Latest Previous 

Month Month 
49,951 (Jan.) 51,107 
10,165 (Jan.) 12,047 
21.60 (Mar.) 21.81 
4,104 (Dec.) 3,916 
370 (Feb.) 355 
457 (Feb.) 434 
90 (Feb.) 84 
3,557 (Feb.) 3,993 
1,791 (Jan.) 1,890 
45 (Dec.) 62 
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Triad ams Ls 


1,048,000 bbl., primary gasoline in- h | d ‘ il J 
ventories climbed to a new all-time sag to t € ast ropper ut é 
high of 179,674,000 bbl. in the — 

week ended April 3. These new = 
figures excluded jet fuel, as com- 

pared with the previously reported | 
record of 180,384,000 bbl. for the 
week ended March 27, which in- 
cluded jet fuel. On the basis of 
excluding jet fuel, the figures for 
the week ended March 27 were 
revised to read 178,626,000 bbl. 
Revised figures prepared by the API 
are not yet available for the week 
ended March 6. (The figures for 
that week which appear on oppo- 
site page are NPN estimates.) 





Refinery Operations Off — All 
phases of refinery operations were 
marked by a decline in week ended 
April 3. The drop included crude 
runs and all principal products 
stocks, except gasoline. Refineries 
operated at a rate of 83.5%, a de- 
crease of —2.9% from the week 
ended March 27. 


Oil Imports Dip—Total US. im- | AUTOMATIC 


ports and crude oil and products 

dropped off 234,000 b/d in week BLENDER 

ended April 3, compared with the 

previous week. East of California | 

imports were down 262,900 b/d, 

and California imports rose 28,900 perti te ywe oF 
3 more* liquids in per- 

b/d from zero. Current figures in- centages as low as 

clude 60,000 b/d to cover non- | 

reporting companies, all East of 

California. They do not include 


Rate Provision No. 16 receipts; 

these averaged 17,000 b/d during | .¢] 
November and December, 1953, | 20 (.) 
and January, 1954. 


New Field Rated High—The dis- 
covery of a new oil field in Cali- 
fornia was considered an “im- 
portant” find by the Standard Oil 
Co. of California. It has been ‘a 
named Fillmore Oil Field. Ob- @ Lube oil compounders agree, “For blending, compound- 
servers have compared the new ing or mixing, Bowser Blender converts old-fashioned batch 
field with the Cuyama Field, an | methods into a fast, continuous operation.” Now liquids can 
important producing area in Santa be blended as needed and go directly to tank cars or trucks 


Barbara County. An extension well . « + OF to storage tani 
is planned for drilling in the near 


future in the new sands of Ventura 


. Additives or inhibitors can be blended in increments of 1/20% 
pene and from 1/20% to 14.95% of total blend. 
Creole Output Drops—Decreasing 


21,979 b/d from January, Creole * Systems may consist of 6 or even more units. 
Petrol Co.’s o ted produc- 
tion in Venezuela averaged 760,819 MAY WE SEND YOU COMPLETE DATA ON AUTOMATIC OIL BLENDERS? 
b/d in February. Net production 
plus purchased royalty oil averaged 
822,989 b/d in February, down BOWSER, INC., 


ruary, 1953, the operated produc- AN on 
tion averaged 709,969 b/d. B eon P 


accurately pro- 
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BUTLER 


Routemaster | 
A ee 

















ALL 
NEW 


route-matched by 5,000 marketers 
to lower delivery costs 





Butler asked 5,000 petroleum marketers, ‘‘What do you need in a truck tank?”’ Using 
the marketers’ answers, they designed the NEW Routemaster series to lower your 
delivery costs with: 


NEW, reduced backtracking. You haul largest loads over your routes, with 1,000, 
1,200 or 1,500 gallon capacity. And, with double bulkheads and plenty of TBA space, 
you make one-trip deliveries because you carry the commodities your customers need. 


NEW, faster deliveries. You speed up emptying with smooth flow, seamless tube 
piping. New conveniences save time. They include hose tubes that open into both 
bucket box and cabinets, and optional side door equipped with easy-turning rollers. 


NEW, immediate availability. You can start cutting your delivery costs now! 


Get the full profit-story on the NEW Butler Routemasters. Designed to 
answer the expressed needs of all petroleum marketers. Built to Butler’s high stand- 
ards of quality. Route-matched to pay bigger hauling profits. Write today. 


BUTLER MANUFACTURING COMPANY 


7454 East 13th St,, Kansas City 26, Missouri 
954 Sixth Ave., S. E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 54, Richmond, California 


Manufacturers of Oil Equipment ¢ Steel Buildings * Farm Equipment * Cleaners Equipment * Special Products 


Factories located at Kansas City, Mo. * Galesburg, Ill. © Richmond, Calif. © Birmingham, Alc. * Minneapolis, Minn. 











JET PLANES like this F-100 may be 
made more effective by Standard Oil’s 
development of a new grease, using 


ated 





aryl-substituted ureas, that outper- 
forms any previous one in certain high 
temperature bearings of aircraft. 


HOW “GREASED LIGHTNING” IS GREASED 


These days airplanes are flying faster and 
higher. The great heat created by jet engines 
and the extreme cold encountered at high alti- 
tudes have brought about many new grease per- 
formance problems for lubrication specialists. 


Using aryl-substituted ureas for the first 
time as grease-thickening agents, Standard Oil 
scientists recently developed a new grease in 
cooperation with the Wright Air Development 
Center of the U. S. Air Force. It was made 
by thickening silicone oil with aryl-substituted 
ureas and it will lubricate bearings at high 
temperatures longer than any previous grease. 

Standard’s grease has passed laboratory 
tests on high-speed bearings of well over 500 
hours at 450 degrees Fahrenheit. It can per- 
form at temperatures up to 600 degrees for 


short periods. When ordinary greases are used 
under the same conditions, bearing failure 
soon occurs because of coke formation, oil 
evaporation, or excess leakage. 


The new grease also lubricates effectively at 
temperatures as low as 40 degrees below zero. 
Another grease, still in the experimental stage, 
is being tested in the range of 65 below zero 
to 450 degrees above. 

These developments are examples of the 
little known but vastly important contribu- 
tions the oil industry is making to national 
defense. 

From the laboratories of the oil industry 
regularly come improvements and inventions 
that increase America’s prosperity —and 
strength. 


Standard Oil Company «noiana) 
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Premium Products Battle for Public Favor 


Things are getting hot in the gasoline quality competition. 

This week Sun Oil Co. joined the parade by announcing a new 
gasoline which it says “will give more miles per dollar of top engine 
performance than premium-priced gasolines.” 


Sun says it will stick to its 
one-gasoline, one-price policy, 
and will sell its gasoline at regu- 
lar prices. 

In addition, Tide Water and 
Sinclair have jumped in with 
both feet—new premium gaso- 
lines and motor oils—and Stand- 
ard of California is putting its 
full promotional power behind 
“the world’s first detergent- 
action gasolines.” 

Their announcements came close 
on the heels of two more newcomers 
—Texaco with its premium gasoline 
and Socony-Vacuum with top quality 
gasoline and oil. 

Throughout the industry, adver- 
tising campaigns are starting to roll 
and the big guns are trained on the 
boss—the American motorist. In the 
coming months, he will have “di- 
isopropyl” ‘“tri-cresyl phosphate,” 
“Petrox” and other phrases thrown at 
him. incessantly through newspapers, 
radio and television. 

Sun’s new gasoline is available now 
in all Sunoco stations throughout the 
company’s marketing territory of 18 
eastern states and the District of 
Columbia. 

Of the new product, Frank R. 
Markley, vice president in charge of 
marketing, said, “The improved quality 
of new Blue Sunoco results solely from 
the use of higher octane petroleum- 
derived components through the dis- 
tillation curve, and particularly in the 
range which provides power for ac- 
celeration and mileage. 

“Selling at regular price, our com- 
parative tests have shown that new 
Blue Sunoco gives more miles per 
dollar of top engine performance than 
do the premium-priced gasolines.” 

Sun will back its new product with 
the most intensive advertising program 
in its history, mainly through news- 
papers. It will cite results of com- 
parative tests with 16 premium-priced 
gasolines in 16 popular make pas- 
senger cars. 


Tide Water Associated’s new “Sky 
High Power” Flying-A Ethyl will be 
pouring through the pumps of Tide 
Water dealers late this month. 

Eugene F. McCabe, vice president 
in charge of the company’s eastern 
division sales, calls it “the finest, most 
powerful and most efficient motor 
fuel we have ever produced. 

“By actual road test—not labora- 
tory tests alone—our new Sky High 
Power has superior anti-knock and 
anti-stall qualities, delivers more power 
and mileage and provides smoother 
idling, quicker warm-up, instant accel- 
eration and cleaner engines. 

“It gives the highest road perform- 
ance during all kinds of weather in 
all climates, both to older cars on the 
road and today’s high-compression 
engines.” 

Also on its way in Tide Water Asso- 
ciated’s eastern marketing area is “a 
great new motor oil.” 

Kick-off date is April 20 for Sin- 
clair Refining Co.’s spring-summer 
promotion on Sinclair Power-X, “the 
new premium gasoline that hits a new 
high in knock-free power.” 

Ads in both color and black-and- 
white wil appear in more than 400 
newspapers in approximately 275 
cities inviting the motorist to “power 
up with Power-X.” And to bolster the 
campaign, Sinclair has lined up 139 
radio stations in 90 cities and 26 TV 
stations in 21 cities, according 
to Advertising Manager James J. 
Delaney. 

New Extra Duty motor oil will 
be pushed with color ads in five na- 
tional magazines. 

Standard of California’s new “de- 
tergent action” feature has been in- 
corporated in both premium and reg- 
ular gasoline grades—Chevron Su- 
preme and Chevron. 

The new product was scheduled to 
be available in all company-operated 
and dealer stations by April 10. 

The new fuels are designed pri- 
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marily to eliminate formation of car- 
buretor desposits and to remove exist- 
ing deposits, Standard said, adding 
that surveys indicate carburetor 
trouble caused by such deposits is 
the greatest single cause of repair jobs. 

The company said field tests indicate 
that the new gasolines eliminate engine 
stalling, as well as rough idling due 
to poor carburetion, and allow im- 
proved performance and increased 
gasoline mileage. 

The new gasolines contain an addi- 
tive, California Standard said, but 
officials declined to identify it. Prices 
and octane ratings of the new fuels 
will remain the same. 

Testing began last November in the 
San Joaquin Valley and Standard 
claims one taxi fleet reports savings 
of $1,200 a month. 

Phillips Petroleum Co. will open a 
high-powered advertising campaign 
soon on its premium “Flite-Fuel,” 
which contains di-isopropyl, an avi- 
ation gasoline component. The drive 
is scheduled to go through news- 
papers, magazines, television and 
radio. 


*‘Gas’-Saving Oils—To take its place 
in the premium motor oil field, Stand- 
ard Oil Co. (Indiana) has brought out 
a new line of multi-grade oils “so 
revolutionary that they can save mo- 
torists up to two gallons of gasoline in 
a tankful.” 


Dwight F. Benton, vice president 
for sales, said the new lube oils also 
can cut oil consumption by an average 
of 37% and “minimize a car’s need 
for higher octane gasoline as the car 
grows older.” 


New Super Permalube is available 
in three grades, each with a wide serv- 
ice range—SAE SW-20, SAE 10W-30 
and SAE 20W-40. 

According to tests, gasoline savings 
are high in city driving, but decrease 
on cross-country trips, though oil 
economy is greater for highway driv- 
ing. 

To promote the new oils, Standard 
will use almost 2,000 weekly and daily 
newspapers, 33 radio stations, 11 tele- 
vision stations and 3,500 billboards. 
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SIGNS of the times in New Jersey—and that’s not the rock bottom price 


Majors Act in New Jersey War 


Four major oil companies are 
now subsidizing dealers with spe- 
cial pricing plans in the northern 
New Jersey price war area, An- 
other major is reported coming 
in with a plan soon. 

New Jersey dealers are appeal- 
ing to both federal and state gov- 
ernment to help them out of the 
price war that has been going on 
since last December. 

In Massachusetts, dealers are 
fighting their price war with 
different tactics. They have issued 
an “ultimatum” demanding that 
majors lower tank wagon prices 
and eliminate subsidies. 

A committee of about 15 New Jer- 
sey dealers, headed by John Dressler, 
executive secretary of the New Jersey 
Gasoline Retailers Assn., were sched- 
uled to meet this week in Washington 
with Senator Robert C. Hendrickson 
(R., N.J.) for preliminary discussion 
of the association’s price war com- 
plaints. 

Mr. Dressler previously denounced 
the policies of Esso and the Sun Oil 
Co. Now he is asking for investigation 
by Senator Hendrickson, of the Senate 
Small Business Committee, and Rep. 
Charles A. Wolverton (R., N.J.) who 
will sit in on the preliminary discus- 
sions. 

The dealer association has attacked 
Sun’s plan which allows dealers to 
handle gasoline on consignment with 
guaranteed commissions. Esso was 
attacked by the association because it 
announced it would not fair trade its 
products. The association claimed a 
tremendous number of Esso dealers 
wanted the product fair traded. 
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Representative Wolverton was asked 
to sit in on the meeting with the view 
that he may help investigate the effect 
on dealers of the 27.5% depletion 
allowance granted oil companies en- 
gaged in finding and producing oil. 

Mr. Dressler said he had also been 
instructed, at a meeting of 400 dealers, 
to ask the Federal Trade Commission 
to investigate Sun’s special consign- 
ment plan to determine whether it 
violates the Robinson-Patman Act. 

An appeal to the state government 
will also be made by another associa- 
tion committee, now attempting to 
arrange a meeting with New Jersey’s 
Gov. Robert Meyner. The dealers want 
the governor to set in motion a census 
of service stations that will determine: 

—Causes of turnover. 

—How many stations changed hands 
because of business failure or other 
reasons. 

—Number of stations owned and 
controlled by the majors. 

—Who is building new service sta- 
tions despite the price war. 

Mr. Dressier said the majority of 
the 400 dealers at the latest meeting 
telt that gasoline prices in northern 
New Jersey “would stay down unless 
the (supplying) companies go on fair 
trade.” 

New Discount Plan — Meanwhile, 
another discount plan was reported in 
the New Jersey price war area that 
would mean much larger discounts off 
tank wagon price. A virtually nation- 
wide marketer is reported to be offer- 
ing to “protect” dealers in “depressed” 
areas to the extent of 3.5¢ margin on 
regular-grade and 4¢ on premium- 
grade, provided the price of regular 


(ex 5¢ state and federal taxes) at the 
pump is 16.9¢ or lower, and also pro- 
vided that the premium-grade price at 
retail is not more than 4¢ per gal. 
higher than regular. 

Most suppliers in northern New 
Jersey have been giving 3.3¢ off tank 
wagon, as a voluntary allowance, be- 
low the 15.2¢ regular-grade price. 

Under the latest plan, however, 
stations selling in the price-war areas 
at 13.9¢ and 14.9¢ for regular would 
be paying “net” prices of 10.4¢ and 
11.4¢, respectively, or “discounts” off 
posted 15.2¢ tank wagon of from 
4.8¢ to 3.8¢. 

Most sources report the war is get- 
ting worse. Many of the stations are 
selling regular-grade at 13.9¢, 14.9¢, 
and 15.9¢. 

The lowest current price reported 
for a major-brand, regular-grade gaso- 
line is 11.9¢, in North Arlington. 

At latest report, Esso Standard, the 
largest gasoline marketer in the state, 
announced it is also “meeting” com- 
petition in the price war area. 

Massachusetts War— Dealers in 
Massachusetts are demanding that 
tank wagon prices be lowered and that 
“subsidies” be eliminated. This at- 
tempt to halt spreading gasoline price 
wars was given to the major oil com- 
panies in the form of an “ultimatum” 
by the Retail Gasoline Dealers Assn. 
of Massachusetts. 

In addition, Frederick H. Moore, 
executive secretary of the association, 
says its directors have instructed him 
to obtain all possible evidence of viola- 
tions of the Robinson-Patman Act and 
Sherman Act, and to investigate every 
phase of the price war situation and 
its causes as a basis for pressing com- 
plaints. 


Tide Water Unifies 
Product Brand Names 


Tide Water Associated has con- 
solidated its product names and will 
market under uniform brand names 
throughout its three divisions (Eastern, 
Western and Midcontinent). Three 
names will be: “Flying A _ Ethyl,” 
“Flying A Regular” and “Veedol” 
(motor oils). 

The company has been using other 
brand names, reflecting the merger of 
Tide Water and Associated. Use of 
“Tydol” is being abandoned. 

Significance of this is that it marks 
further co-ordination between com- 
pany’s three divisions since new man- 
agement took over last year, with 
greater centralization in the San Fran- 
cisco headquarters. 
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Sun’s Pew Asks Labor Review 


A major oil company executive has 
appealed to industry employes to 
“think long and seriously” before vot- 
ing for a merger into the proposed Oil 
and Chemical Workers International 
Union. 

And he has called for both em- 
ployers and employes to make a fresh 
appraisal of labor-management rela- 
tions. 

The kind of thinking done in the 
1930s and 1940s already is outdated, 
Sun Oil vice president Jno. G. Pew 
told the Rocky Mountain district 
meeting of the American Petroleum 
Institute Production Division last 
week. 

“We have sufficient knowledge of 
human relations at our disposal to 
work out methods of achieving a new 
relationship based on mutuality of 
interest and economic justice.” 

The old system based on force and 
conflict rapidly is becoming obsolete, 
he contended, and there is evidence 
that a “new system is emerging. When 
it comes fully into view, both the old- 
fashioned union-hating employer and 
the old-fashioned employer - hating 
union will be a thing of the past.” 

Mr. Pew, also an API vice presi- 
dent, said he wanted to make it clear 
that he has no bias against employe 
organizations. 

“I favor collective bargaining and 
I believe that labor organizations, if 
they are conducted properly, can be 
helpful in advancing the best interests 
of employes and employers alike.” 

To those familiar with the oil indus- 
try’s long record of progressive leader- 
ship in labor-management relations 
matters, however, the proposal to 
change present bargaining arrange- 
ments “is difficult to understand,” Mr. 
Pew said. “Lots of folks think that 
strong unions arise because a need for 
them is felt to exist—that is, because 
workers are underpaid, mistreated or 
denied their rights.” 


Using U.S. Bureau of Labor Statis- 
tics and U.S. Chamber of Commerce 
data, Mr. Pew pointed out that oil 
workers make more money than em- 
ployes in other industries and get 
more-non-wage benefits. Monthly turn- 
Over, considerably lower than other 
industries, indicates they are happy 
with working conditions, he said. 

“Now, if oil workers already are 
receiving favorable wages and benefit 
payments, have stability of employ- 
ment and are not discontented about 
their working conditions, why should 


Jno. G. Pew 


there be an interest in a _ central 
union?” Mr. Pew asked. 

But representation at the Philadel- 
phia union convention indicates that 
interest does exist, he said. 

“I do not conceive of your or my 
selfish interests as being opposed to 
the interests of the oil workers. We all 
have a mutual interest in the happi- 
ness, contentment and well-being of 
employes and in the productivity and 
profitability of our companies. To 
further this mutuality of interest, it is 
management’s responsibility to demon- 
strate fairness, consideration and a 
willingness to compensate true worth.” 

Mr. Pew recommended that man- 
agement ask itself if it is trying to 
understand workers’ problems, giving 
individual recognition for their efforts 
and fulfilling other obligations. 

Negative answers, he said, may 
partially explain why, in the face of 
high wages, steady employment and 
favorable benefits, some employes 
might wish to see a change in collec- 
tive bargaining arrangements within 
the industry. 


Knight Named Head 


Of World Labor Group 


O. A. (Jack) Knight, whose Oil 
Workers International Union is spark- 
ing the merger drive in this country, 
has been named president of the new 
International Federation of Petroleum 
Workers following a five-day meeting 
in Paris. 
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The Paris constitutional convention 
passed a resolution calling for a cam- 
paign to organize workers in the Mid- 
die East oil industry. The constitution 
proposes affiliation of all democratic 
unions worldwide engaged in produc- 
tion, refining and distribution of petro- 
leum products. 

Plans were made for a meeting of 
the new federation this fall, finances 
permitting, when an attempt will be 
made to affiliate with British, Mexican, 
Iranian and Iraqui unions. The federa- 
tion will headquarter in Denver, Colo., 
where OWIU’s central office is located. 


Chicago Dealers Rap 


Demands of Union 


At NPN press time, Chicago serv- 
ice station dealers were meeting to 
agree on an answer for 1954-55 con- 
tract demands by Teamsters Union, 
Local 705. 

As he called a special meeting of 
the 80-man policy board, Executive 
Director Vic Postillion of the Gaso- 
line Retailers Assn. of Metropolitan 
Chicago called the demands for 
shorter hours, higher wages and 
health, welfare and pension benefits 
“excessive and ridiculous.” 

Mr. Postillion said the new demands 
by Local 705 “look like part of a 
nation-wide Teamster plan with Chi- 
cago serving as a testing ground.” Be- 
hind it he sees “the hand of Dave 
Beck (AFL Teamsters head) .” 

“This is the first time in our ne- 
gotiations with 705,” Mr. Postillion 
said, “that the union has threatened 
to sign up dealers individually if we 
don’t accede to their demands. If we 
meet them, it will mean closing of 
many stations, Sunday closing hours 
and a 2¢ gal. increase in gasoline to 
the motorist. 

Under the new proposed wage 
scale, a typical attendant would earn 
$82.80 for 40 hours, compared with 
the present wage of $76.80 for 48 
hours. The same attendant, for a 48- 
hour week under the proposed con- 
tract would be paid $107.60 for six 
days and $140.72 for seven days, be- 
cause of the time-and-one-half de- 
mand for Saturdays and double time 
for Sundays. 

The work week would run from 
Monday through Friday. 

In addition, the union is asking 
$2.50 per man for the health and 
welfare fund and an additional $2 
per man for the pension fund, both 
to be paid by the service station 
owner. 

The Chicago retailers group claims 
a membership of 2,999. 
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Studebaker Captures Economy Run 


The 1954 Mobilgas Economy 
Run has proved again there is 
more mile per gallon of gasoline 
built into modern cars than the 
average driver realizes. 

The average for 20 passenger 
car entries this year was 21.85 
miles per gal., or 2.1 miles less 
than the high average of 23.92 
miles per gal. set in the 1951 
run, 

Three Studebakers led the field, 
scoring wins in three classes. A Stude- 
baker Champion, standard transmis- 
sion with overdrive, turned in the 
highest mileage per gal. — 29.5806. 
The heavier Studebaker V-8 Land 
Cruiser with standard transmission and 
overdrive recorded 28.1046 miles per 
gal. to win the Sweepstakes Award. 

The third Studebaker, equipped 





Estate Planning Series 
Reprinted in Booklets 


Poor management can mean 
business failure for oil jobbers 
faced with high costs, high taxes, 
and competition that grows hot- 
ter by the week. Businesses built 
on careless planning are the 
most vulnerable to competition 
or business emergencies — such 
as the death of a principal. 

The jobber’s greatest protec- 
tion: Sound estate planning. 

How can jobbers get it? 

A good way is by studying 
NPN’s current comprehensive 
articles on the subject (the final 
article in a series of six appears 
on p. 28). To give readers a 
complete reference package of 
information, NPN will reprint 
the full series in 6 x 9-inch book- 
lets, bound in an attractive cover. 
Jobbers may order copies for 
themselves. Or suppliers may 
order in quantity for distribution 
to their jobbers. 

Orders for the booklets are be- 
ing taken now in advance of the 
May | release date. Prepublica- 
tions prices per copy: 


1-10 copies 50¢ 
11-25 copies 45¢ 
26-50 copies 40¢ 
51-75 copies 35¢ 
76-100 copies 30¢ 

More than 100 Prices on 
copies request 


To place orders, please write to: 
Reader Service Department 
National Petroleum News 
330 West 42nd St., 

New York 36, N.Y. 











with automatic transmission, turned in 
24.5763 miles per gal. Second place 
in the Sweepstakes went to a Dodge 
Royal V-8 with standard transmission 
—25.3973 miles per gal. 

General Motors, which manufac- 
tures about 48% of all passenger cars, 
was represented by only two makes— 
a Chevrolet and an Oldsmobile—both 
entered privately. The Chevrolet fin- 
ished fifth in its class and Oldsmobile 
won in its class. 

This was the first run in which an 
automobile outside the Ford family 
won the economy run—a 1,335-mile 
course from Los Angeles to Sun Val- 
ley, Idaho. 

Weather conditions were the most 
difficult in the event’s history, perhaps 
accounting in part for the lower over- 
all mileage per gallon. 


Depletion Tax Cut Move 
Seen No Longer a Threat 


The 27.5% tax depletion rate for oil 
apparently is in little danger from any- 
thing except senatorial oratory: this 
session. 

The effort by Senator John J. Wil- 
liams (R., Del.) to reduce the rate to 
15% has just received a haymaker 
from Treasury Secretary George 
Humphrey who declared he wants no 
such riders attached to the pending 
tax structure revision bill. 

Since the House declined to make 
any change in the rate and the Senate 
generally is something less than enthu- 
siastic about such a move, Secretary 
Humphrey’s declaration looked re- 
markably like a coffin nail. 

The subject of Senator Williams’ 
proposed amendment to the massive 
revision bill did not come up during 
the Senate Finance Committee’s initial 
hearings. But, later, Mr. Humphrey 
told NATIONAL PETROLEUM News: 

“IT think I would oppose anything 
that is not in the bill right now. I don’t 
want it loaded down with a lot of 
changes and amendments that might 
subject it to controversy . . . I would 
say that I would oppose anything— 
any amendment or change—that is of 
a controversial nature. The important 
thing is to get this bill enacted into 
law because business is waiting to see 
what it should do. I don’t want any 
changes that might delay the bill.” 

Treasury’s official views were still 
to come but were expected to follow 
the same general tone. 


INDUSTRY BRIEFS 


Richards May Build Refinery—Rich- 
ards Oil Co. of Minneapolis has ac- 
quired a 132-acre site on the Minne- 
sota River at Savage, Minn., and 1s 
considering building a $500,000 to 
$750,000 refinery there. Company 
President Myron D. Richards says a 
request has been approved for indus- 
trial zoning of the area. 





Changes Company Name—Clark Oil 
& Refining Corp. is the new name of 
the former Petco Corp., Milwaukee, 
refiners and marketers of Clark Super 
100 gasoline. The object of the change, 
according to Emory T. Clark, com- 
pany president, is to more clearly 
identify the organization’s many divi- 
sions with the Clark name. These divi- 
sions include procurement, refining, 
marine terminals, marine and overland 
transportation, wholesaling and mar- 
keting. 


Humble Turned Down—The U.S. Su- 
preme Court has refused to hear 
Humble Oil & Refining Co.’s challenge 
to a Texas law permitting the attorney 
general to examine books and records 
of any corporation at any time. 
Humble contended the law violates the 
due process and equal protection pro- 
visions of the Constitution. 


Canadian Expansion—Refinery capac- 
ity in Vancouver, B.C., that is con- 
nected directly with the Trans-Moun- 
tain pipe line is expected to reach 
90,000 b/d by the end of this year 
and 140,000 b/d by the end of 1955. 
Present deliveries to refineries in the 
Vancouver area average about 38,000 
b/d. 


Smog Project Finished—Wilshire Oil 
Co. has completed a $100,000 vapor 
recovery system, serving 12 storage 
tanks at its Wilmington, Calif., refin- 
ery, ahead of schedule. A report from 
the Los Angeles County Air Pollution 
Control District said the system will 
keep more than nine tons of smog- 
contributing gasoline vapors out of the 
air daily. 


Tank Truck Safety Prize—Dan Dugan 
Oil Transport Co., Sioux Falls, S.D., 
has won the Trailmobile Trophy for 
having the best over-all accident ratio, 
safety program and safety improve- 
ment record. The Trailmobile Trophy 
is the top safety award of the National 
Tank Truck Carriers, Inc., and will 
now be kept permanently by the Dan 
Dugan Co. since it has won the trophy 
three times. 
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A PHILLIPS PETROLEUM 
COMPANY EXCLUSIVE! 


Now Phillips 66 Dealers can offer motorists a new premium 
gasoline with an added super aviation gasoline component— 
Di-isopropy! (pronounced di-iso-pro-pull). No other gasoline 
has this feature. It is available only in new Phillips 66 
Flite-Fuel. 


Until recently, the use of super aviation gasoline compo- 
nents was restricted by the U. S. Government to high 
octane aviation gasoline, needed to power our planes in 
aerial maneuvers. Now, military authorities have released 
restrictions on the use of these power-packed components. 
So Phillips is able to use not only Di-isopropyl but also 
HF Alkylate—both originated and first manufactured by 
Phiilips. That’s why we can offer the motoring public this 
new gasoline—Phillips 66 Flite-Fuel. For information about 
a Phillips 66 Franchise write to: Sales Department, Phillips 
Petroleum Company, Bartlesville, Oklahoma. 





A GREAT TV SHOW... 


POSTERS! 


THOUSANDS OF OUTDOOR 





ANNOUNCING PHILLIPS 66 






Backed by the Biggest 
Advertising Campaign 
in Phillips History... 

DRAMATIC 


NEWSPAPER 
ADS! 








| ADS IN LEADING 
FARM MAGAZINES! 





and an all-out Station 
Display Program! 


Successtul Businesses are Built with Successtul Products. 
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JOBBER . RELATIONS 


‘Operation 


What Jobbers 


NOJC’S GENERAL COUNSEL Otis H. Ellis tells jobbers . . . 


THE PROBLEM: If the Independent jobber, particularly the jobber 
who engages in gasoline distribution, is to survive and prosper, 
grow commensurate with industry growth and in all respects con- 
tinue to be a significant part of petroleum marketing—it is necessary 
that jobbers expand their programs and objectives far beyond the 
narrow scope of specific issues. 


WHAT CAUSES IT?: Driving competition, the shift in general eco- 
nomic trends and changes in methods of marketing are the major 
contributors. Specific marketing changes include: the advent of truck 
transport and its increasing use, particularly in by-passing; accelera- 
tion of service station building programs; the cut-rate marketer 
whose price structures make them price leaders instead of price 
followers. 


A PROPOSED CURE: Jobber organizations should inaugurate a 
concerted, constructive educational program. Its general objective 
should be that of improving the efficiency of jobbers throughout the 
country. 


THE RESULT: The Independent jobber of petroleum products should 
be, and become recognized as, the most efficient and economic 
method of wholesale distribution to be found in oil marketing. 
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Both the questions and the 
answers were provided by Otis 
H. Ellis in Hot Springs, Va., at 
the spring meeting of the Nation- 
al Oil Jobbers Council. 

The general counsel to the 
NOJC sketched the industry and 
economic influences beyond the 
control of the individual jobber 
but charged him with failure to 
“tug at his own bootstraps.” 

He outlined a joint program 
of action that would use the com- 
bined strength of associations 
and individuals—“not only to 
survive but to grow.” 

Here, in partial text, Mr. Ellis 
describes why and how. 

For the past 3% years, I have 
worked with jobbers toward the gen- 
eral end of attempting to preserve 
their position in the industry. I have 
watched state associations composed 
of Independent jobbers fight, in vary- 
ing degrees, to preserve the interests 
of their members. 

The greater portion of time in- 
vested in this battle has been directed 
toward specific problems. These would 
include: combating the loss of com- 
mercial consumer business, attempts 
to obtain profit margins more in keep- 
ing with the rising costs of doing busi- 
ness, attempts to achieve better co- 
operation and understanding between 
individual jobbers and their respective 
suppliers. Other endeavors might gen- 
erally be categorized as either purely 
defensive efforts or efforts at offense 
which are in reality defensive efforts. 

Jobbers Must Expand—While these 
efforts were necessary and, in varying 
degrees, productive, they are but 
measures which at best could produce 
a mere “heads-above-the-water” sur- 
vival. If the independent jobber is to 
survive and prosper and grow, it is 
necessary that jobbers expand their 
programs and objectives far beyond 
the fighting of skirmishes on specific 
issues. 

I do not mean that jobbers should 
abandon their efforts with reference 
to margins, fair trade practices and 
other more specific issues which seem 
to constantly exist or arise on a day to 
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Bootstrap’ 


Can Do to Become Better Marketers 


day basis. The program that I have in 
mind is in addition to a continuation 
of such efforts. 


Broader Objectives 


Before talking about a program, I 
feel that it would be well to first dis- 
cuss my thinking, conclusions, factual 
findings, the results of inquiries and 
questionnaires and, in general, the 
premise which provokes my belief that 
broader objectives are necessary. 

Let’s look for a moment at the 
changes in methods of marketing, the 
types of marketers and in the struc- 
ture of the marketing segment of the 
petroleum industry which have come 
about. The advent of the truck trans- 
port and the increase of its use, par- 
ticularly in the by-passing of bulk 
plants, has created problems for many. 
It is one of the principal reasons why 
jobbers have lost the greater portion 
of commercial consumer accounts to 
those suppliers who market direct. 

Station Expansion—Service station 
building programs have been inaugu- 
rated on such a scale that the rank and 





*Jobber-minded suppliers sell 
gasoline at prices or under con- 
ditions, causing adverse effects 
on branded jobber outlets.” 





file jobber cannot keep pace. As a 
result, both he and his supplier are 
concerned about the jobber’s inability 
not only to gain but to retain a propor- 
tionate share of volume. 

Cut-Rate Competitors—The cut-rate 
marketer, in the form of what may be 
termed a jobber-retailer, has not only 
entered the field of petroleum market- 
ing but in some areas has grown with 
such strides that the price structures 
established by this marketer makes 
him a price leader instead of price 
follower. 

It is my belief that while jobbers 
may have grown in number over the 
past few years, they do not enjoy the 
same percentage of volume of gasoline 
distributed at the wholesale level as 
they did 10 or 12 years ago. There is 
a decided inclination of supplying 


companies to either market direct or 
utilize commission agents—which is 
but a modified form of direct market- 
ing—in the cities of this country. The 
gasoline jobber is gradually being 
bought out or eliminated except for his 
operations in small towns and rural 
areas. 

Fuel Oil Jobbers Increase—This 
adverse condition has, in some meas- 
ure, been offset by the jobber’s rise in 
the field of fuel oi) marketing. Jobbers 
in many sections of the country are 
being forced to meet the rising com- 
petition from natural gas with little or 
no help from the people who supply 
these jobbers with fuel oil. This com- 
petition is of grave concern to many 
good jobbers and will become increas- 
ingly so over the years to come. 

Costs Are Higher—Added to these 
adverse factual situations are the job- 
ber’s problems of high taxes, increased 
labor costs, increased costs of products 
and materials and other general higher 
costs of doing business. This, in the 
face of tougher competition backed by 
seemingly unlimited capital, leaves all 
too many jobbers in a position of 
being unable to grow and expand. 

I do not mean to infer that these 
conditions arise from any design on 
the part of any company or group of 
companies to extinguish the jobber. 
When summarized, they are in reality 
conditions which, in a large measure, 
have been brought about by various 
factors. These include change of cir- 
cumstance, the results of driving com- 
petition, a shift in the general economic 
trends within our nation and the grad- 
ual shift of methods of marketing pe- 
troleum products. 

I am not at the moment concerning 
myself with the cause of these condi- 
tions—since they already exist. I am 
more concerned with how the jobber 
can overcome these conditions. 


What Has the Jobber Done? 


Some jobbers have tried to keep 
abreast of the progress in marketing 
methods. Others have made some at- 
tempt in this direction. But unfortu- 
nately there are too many who have 
allowed their courses to be charted 
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by the current and offered little or no 
resistance other than vocal complaint. 

In brief, there are far too many un- 
informed jobbers and all too many 
jobbers who do not know the eco- 
nomics of their own operations, much 
less know how these operations may 
be affected by the activities of others. 

Even among the more informed job- 
bers there is bewilderment as to how 
they can cope with price structures 
and marketing practices which are 
created or provoked by those who 
have facilities and financial backing 
far beyond that within the reach of 
the wealthiest or most capable jobber. 

Fear in Jobber’s Mind—When | 
speak of fear and bewilderment, I do 
not refer to the apprehensions the 
average good businessman has over his 
ability to cope with competition. I 
have reference to the fear in the mind 
of a man who finds himself trying to 
recoup his losses in a crap game where 
he knows the dice are loaded. 

We might summarize the jobber’s 
contribution—or lack of it—to the 
current situation in which he finds 
himself as being: (1) a failure on the 
part of some jobbers to tug at their 
own bootstraps; (2) the inability of 
most jobbers to cope with procedures 
and practices beyond their limitations; 
(3) the failure of many jobbers to 
participate in and contribute their 
efforts to jobber organizations, and 
(4) the failure on the part of these or- 
ganizations to do an adequate job in 





“Some among the non-jobber- 
minded group have manifested 
an attitude little short of con- 
tempt for the jobber . . .” 





stimulating and provoking jobbers to 
understand the necessity for improving 
efficiency and putting such under- 
standings into practice. 
Jobber-Minded Companies — Now 
let us look at the contributions and 
viewpoints as well as the sins of omis- 
sion and commission on the part of 
suppliers or the integrated companies. 
There is considerable manifestation 
from jobber-minded companies of 
good intentions and in some instances 
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“. .. 85% of the jobbers don’t 


know their average cost for 
marketing a gallon of gaso- 
line...” 





good actions directed toward the build- 
ing of jobberships that are capable of 
competing and growing under current 
conditions. There are some among this 
group who have good reading pro- 
grams for such purposes. But unfortu- 
nately their actions belie sincerity of 
purpose. 

Many of this group have good job- 
ber and dealer training programs but 
unfortunately, either through improper 
handling on the part of the company 
or failure to arouse receptiveness on 
the part of the jobbers—or a com- 
bination of the two—too many such 
programs have failed to produce a 
maximum of constructive results. 

Concern for Dormancy—Some of 
these jobber-minded companies are 
gravely concerned—and justifiably so 
—over the fact that some of their bet- 
ter jobbers are failing or refusing to 
grow larger and retain their percentage 
of volume in a given market. 

These companies are concerned 
over the lack of continuity in jobber- 
ships, sales of their jobbers’ facilities 
to competitors and, in general, the in- 
ability of their jobbers to provide them 
with proper distribution, including 
growth, in the areas which they serve. 

Such companies who do have job- 
bers have contributed in considerable 
measure to this failure or refusal on 
the part of jobbers to become more 
efficient and grow by failing to recog- 
nize that in some instances intelligent 
assistance and possibly a little wet- 
nursing may produce long-range divi- 
dends. 

The Independent Refiner—The ex- 
istence of a number of these independ- 
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ent refiners depends on the ability of 
independent jobbers to market their 
products. Others pour their products 
into the market place in a manner and 
at prices which tend to destroy mar- 
kets not only for others but for them- 
selves. 

A number of these independent re- 
finer suppliers are not large enough to 
maintain forces and facilities to pro- 
vide training, marketing aids and 
financial assistance to their jobbers. 
The result is such jobbers must rely 
on others for such assistance. 

Non-Jobber-Minded Companies — 
Such companies utilize relatively few 
jobbers as a means of wholesale distri- 
bution of gasoline. They generally use 
a combined method of direct and com- 
mission agent distribution at the whole- 
sale level. Some of this group are 
responsible for channeling consider- 
able quantities of gasoline into the 
so-called cut-rate distribution outlets. 

One and possibly two of the non- 
jobber-minded companies are so-called 
market leaders. Whether by design or 
otherwise such leaders have estab- 
lished pricing structures which result 
in a maximum of net back to this 
leader and a minimum of profit to 
Independent jobbers and dealers who 
distribute for their competitors. 

At this point the reader might well 
say, “All of these things .we have 
heard before. Now what do you pro- 
pose to do about it?” 


What Can Be Done? 


Admittedly, jobbers, individually 
and collectively, must continue their 
rear guard actions on certain specific 
problems. I admit that I do not know 
how to solve the problems created by 
the short-sightedness and shortcomings 
of some of the supplier group. But 
the least the jobber can do is clean up 
his own household and improve his 
own efficiency. 

It is toward this end that I offer sug- 
gestions. It is my opinion that a con- 
structive program of education should 
be inaugurated. The general objective 
would be to improve the efficiency of 
jobbers throughout the country. 

Program of Joint Action—I think 
such a program should, among other 
things, include: 

1. State and regional associations of 
qualified jobbers should be encouraged 
to become members of the National 
Oil Jobbers Council. 

2. The member associations of 
NOIJC should initiate hard-driving and 
appealing campaigns to attract and ac- 
quire new members. In conjunction 
with this effort, the aid of suppliers 
should be sought, by way of encourag- 
ing (not coercing) their jobber-distribu- 


tors to join their local state associa- 
tions. 

3. State jobber associations should 
initiate intelligent, common-sense pro- 
grams designed to stimulate jobber be- 
lief in the necessity for improvement 
of marketing efficiency. In addition, 
they should provide programs designed 
to inform, educate and train their job- 
ber members to this end. The NOJC, 
if provided with adequate staff and fa- 
cilities, can be of great assistance in 
this respect in co-ordinating and by 
assisting in the procurement of both 
programs and personnel to implement 
these programs. 

4. Individual jobbers, as well as 
state and regional associations, must 
co-operate to the maximum extent 
possible in supplying the basic informa- 
tion and help which will be necessary 
for the formulation of plans to put the 
general program into effect. 

‘Co-Operation Is Necessary — This 
program is based on the belief that we 
must first get a maximum of jobber 
members into the state associations 
and a maximum of state associations 
into the national organization. This 
would be in order that the training and 
educational features of the program 
are properly co-ordinated and directed 
to a maximum of jobber participants. 

It will accomplish little if only 25% 
of the jobbers are reached. This is par- 
ticularly true when that 25% is the 
group which needs the program the 
least. We must reach out and get those 
who need it the most. 

Moreover, it will be noted that we 
would use the state associations as the 
medium for the bringing of this pro- 
gram of teaching and training to the 
individual jobber. NOJC would act in 





“It is the inefficient jobber 
who is helping destroy jobbers 
as a class.” 





a co-ordinating and advisory capacity 
or in such other manner as its officers, 
directors and committees could assist. 

Jobbers Help Jobbers—Such a pro- 
gram would, in essence, require that 
good jobbers help bad jobbers become 
better jobbers. 

If properly and effectively carried 
out, it is conceivable that it could re- 
sult in opening gates that would assist 
commission agents in becoming Inde- 
pendent jobbers. It would produce a 
marketing structure at the wholesale 
level that would promote utilization of 
independent jobbers on a wider scale. 

I am neither stupid enough nor lack- 
ing in knowledge of jobber habits to 
believe that this program, however 
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Oil helps him be a better fighter. 


Is THERE anything as fickle as fire? 
One minute it’s working for man. 
The next — it’s a wild crazy thing, 
hot after him, his wife, his kids, and 
all he owns. 

Fire strikes in the U. S. A. almost a 
million times a year. That’s why the 
fireman’s got to be ready day and 
night. Ready to fight it to the finish 
... maybe his. 

He needs — and he gets — a lot of 


help in his job: fast, fully-equipped 
trucks...alarm systems... chemicals 
... Water... and oil. Oil products to 
power his trucks and keep them de- 
pendable through lubrication . . . to 
operate the hydraulic systems that 
hoist his ladders. 

The Texas Company — with its 
superior petroleum products — has 
long been a vital factor in this con- 
stant battle. 


The Texas Company 
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Jobber Council 1953 Cost-Profit Survey 


(Based on reports from 34 jobbers in 16 states, with total annual gallonage of 136 million 
in gasoline and fuel oil. These jobbers, from various regions, gave complete data requested.) 
Gasoline Fuel Oil Motor Oil 
TBA 

SSS 

$ per gal % 
.1217 100 
.0954 : 77.9 


$ per gal 
.2218 
.1943 


.0275 


Sales less discount 
Less cost of sales 


Gross profit on sales 





Less expense: 
Delivery 
Bulk plant 
Sales 
Administrative 
Total expense 


see 








Profit from operation 
Discounts earned and other income 


Net profit 
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“The jobber can a least clean 
up his own household and im- 
prove his own efficiency.” 





vigorously promoted, could achieve 
100% results. I am also aware that 
whatever results are achieved cannot 
be accomplished overnight. The prog- 
ress would be slow and frustrating. 
But I do believe if supported with sin- 
cerity, perseverance and patience, it 
can accomplish nothing but good. 
Program Must Be Widespread—I 
realize that many of you might say, 
“But our association does this.” To 
those I would reply by saying that I 
am aware that some associations, for 
example Texas, have engaged in an 
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educational program. And still others 
have utilized their publications and 
state meetings for the purpose of train- 
ing and stimulation of more efficient 
and more economic marketing prac- 
tices. 

It is not enough, however, for a few 
jobbers in one state or a few associa- 
tions in this council to do this if we 
are to preserve jobbers as a category. 
It is necessary that the pupil come to 
school if he is to learn. 

Strength Not to Coerce—I should 
like to make one thing clear. My sug- 
gestions for wider membership, both 
at the state and national level, are not 
intended to be directed toward the 
formation of a collective organization 
that would resort to union tactics or 
throwing your weight around to gain 
desired ends. 

An attempt to fight progress under 
the American system is a losing battle. 
If you as jobbers expect this industry 
to beat a path to your door, you can 
only achieve this expectation by fol- 
lowing the tried American tradition of 
building a better mouse trap. 

Weigh All Anglies—There is only 
one other suggestion I have to make 
—do not adopt these suggestions with- 
out due and temperate consideration. 
Do not adopt them because you think 
it would sound good to the rest of 
the industry and thus improve your 
stature in their eyes. 

Adopt the program only if you are 
willing to make a total effort rather 
than a token effort to achieve success- 
ful ends. 
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The Yardstick 


The National Oil Jobbers Council 
took the measure of jobber efficiency 
with a report by its Uniform Ac- 
counting Committee on jobber profits 
and expenses in 1953. The report was 
based on 34 companies operating in 
16 states. 

Highlighted in the report was the 
indication that the percentage of job- 
ber profits to net sales has decreased 
since 1950. Net profits of the report- 
ing companies during 1953 amounted 
to 2.2% of total sales, before income 
taxes. This compares with 3.1% in 
1950. 

Gross profits on sales last year 
amounted to 16.7%, before income 
taxes, as compared with 17.27% in 
1950. Officers’ salaries in 1953 de- 
creased to 1.661% to total sales, 
while in 1950 they amounted to 
2.156%. 

Tempering its report somewhat, the 
committee pointed out that “perhaps 
the gross profit figures may look lower 
than they should. But it must be re- 
membered that these figures are for 
the full year of 1953 when, in some 
cases, margins were less than they 
are at the present date.” The figures 
also “undoubtedly reflect the results 
of some price war conditions.” 

In subsequent reports the committee 
expects to build up a running rec- 
ord. This will enable jobbers to de- 
termine how they compare with the 
national average. 
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ELIVERY EXPENSE 


Wage and salary or commission 

Payroll tax 

Truck—maintenance and repair 

Truck operation—gasoline and oil 

Truck—depreciation 

Truck—insurance and license 

Insurance: General liability 
Workimen’s compensation 
Life and hospital 

Rent—truck storage 

Supplies 

Total delivery expense 


pouix PLANT EXPENSE 
Wage and salary : 
Payroll tax .016 
Plant—maintenance and repair .264 
Plant depreciation 
Insurance—General liability 
Workmen’s compensation .008 
Life and hospital 013 
Fire (plant and products) .074 
Rent .267 
Stock loss 
Power, light and heat 


Total bulk plant expense 2.200 


posaues EXPENSE 

Wage and salary 1.386 
Payroll tax .016 
Station, equipment, maintenance and repair .563 
Station equipment—depreciation 391 
Insurance—workmen’s compensation .028 
Car, travel and entertainment .208 
Advertising 329 
Other expense 379 


Total sales expense 3.300 


Prominisrranive EXPENSE 
Wages and salary—office 
Salary—officers 
Payroll tax 
Car operation 
Office—maintenance and repair 
Car—depreciation 
Office equipment—depreciation 
Insurance—Car 
Workmen’s compensation 
Hospital 
Fire 
Life 
Bonds and money 
Rent 
Office supplies and postage 
Water, light and heat 
Travel and entertainment 
Telephone and telegraph 
Interest 
Bank charges 
Legal and audit 
Dues and subscriptions 
Directors fees 


Total administrative expense 
TOTAL EXPENSES 
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MIDWEST 


(Based on reports from 24 jobbers with total annual 
gallonage of 99 million in gasoline and fuel oil.) 


Gasoline Fuel Oil 


$ per 
% Gal. 
Sales 100 .216 100 


Less: Cost of sales 88 .190 77 


Gross profit 12 026 23 
Less expense: 
Delivery expense 
Bulk plant 
Sales 
Administrative 
Total expense 
Profit on operations 
Plus discounts and other income less other expense 
Total net profit 


SOUTH 


(Based on reports from 24 jobbers with total annual 
gallonage of 80 million in gasoline and fuel oil.) 


per 
. % Gal. % 
Saies 100... 100 ~=.130 100 100 
Less: Cost of sales 89.1. .206 82.3 .107 
17.7 .023 

Less expense: 

Delivery expense 

Bulk plant 

Sales 

Administrative 

Total expense 

Profit on operations 

Plus discounts and other income less other expense 

Total net profit 


EAST 


(Based on reports from 5 jobbers with total annual 
gallonage of 38 million in gasoline and fuel oil.) 


Sales t 
Less: Cost of sales 86.4 .19 80.1 
Gross profit 13.6 03 19.9 024 
Less expense: 
Delivery expense 
Bulk plant 
Sales 
Administrative 
Total expense 
Profit on operations 
Plus discounts and other income less other expense = 2 
Total net profit 





ANOTHER Super SALESMAN 


The greatest gasoline 
New Conoco Super 





For a more PROFITABLE FUTURE 
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FOR CONOCO JOBBERS 


~ development in 31 years 
Gasoline wilh] ('P 


Here’s why TCP is such a Super Salesman! 


Boosts power as much as 15%! 
Increases spark-plug life up to 150%! 
Gives extra gas mileage! 

Just like an engine tune-up! 


Here’s why this Super Salesman makes jobbers cheer! 


Phenomenal sales increases from all over Conocoland clearly show that motorists agree — 
new Conoco Super Gasoline is the greatest gasoline development in 31 years! 

Dealers report astonishing numbers of new customers are driving into Conoco stations. 
No wonder Conoco dealers and jobbers look to an all-time record year in sales and profits! 


Put this Super Salesman to work for you! 


You can handle the fastest-selling gasoline in Conocoland. See your Conoco man— 
call or write him today. Continental Oil Company— Albuquerque, Butte, Chicago, 
Denver, Fort Worth, Houston, Kansas City, Lincoln, Oklahoma City, 

Salt Lake City, or Ponca City, Oklahoma. ‘ 


*Trademark owned and patent applied for by Shell Oil Company 


© 1954, CONTINENTAL Olt COMPANY 


oe CONTACT CONOCO : 
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JOBBER ESTATE PLANNING NO. 6 


Tax Savings and Your Key Employes 


1. Gifts to Children 


Dramatic tax savings can be 
accomplished if a man gives away 
part of his estate to his children 
during his lifetime, rather than 
leaving it under the terms of his 
will at his death. In fact, the tax 
savings are often so substantial 
that some people are tempted to 
give away more than they should. 


On the other hand, a conservative 
program of lifetime gifts can be an 
important aspect of sound estate plan- 
ning if the donor is rich enough to 
afford it. 

Gifts between spouses have pretty 
well gone out of fashion since 1948. 
Because of the present provisions for 
split income tax for married couples 
and the marital deduction in the fed- 
eral death tax law, nearly all the tax 
advantages which used to result from 
putting property in a wife’s name have 
disappeared. Moreover, there is no 
saving in death taxes if the gift is held 
to be “in contemplation of death”; any 
gift is presumed to be in contemplation 
of death if the donor dies within three 
years of the date of the gift. This pre- 
sumption is difficult to rebut. 

But the tax advantage of gifts to 
children remains if the donor lives at 
least three years after the gift is made. 
For example, a man can make outright 
gifts of up to $3,000 (or $6,000 with 
his wife’s consent) each year to each 
of his children. If the gifts are bona 
fide and irrevocable, there is neither 
gift tax nor death tax on these 


amounts. In the course of years, 
therefore, a man could pass a sub- 
stantial portion of his estate tax-free 
to his children, although in many 
cases this would be a foolish thing to 
do for reasons other than tax saving. 


THE CASE OF JACK BROWN 


Lifetime gifts can also be made by 
creating irrevocable trusts following 
the same plan that is to be incorpo- 
rated in the will—as was done by Jack 
Brown. 

Jack was the sole stockholder 
of an incorporated oil distributing 
business worth $250,000. He was 65 
years old, married with two children, 
a daughter age 35 and a son 30. 

The son was employed by the busi- 
ness and had shown both interest and 
ability. The daughter was married and 
Jack gave her an allowance of $100 
a month for personal luxuries her hus- 
band was not able to afford. 

Trust Left in Two Parts—The over- 
all plan for Jack’s estate, adopted in 
the light of various considerations dis- 
cussed in earlier articles of this series, 
was to leave his estate in trust. Half 
was to go to his wife for life, giving 
her a general power of appointment to 
qualify for the marital deduction. The 
other half (and all after the wife’s 
death) was to go to his children for 
their lives, with the principal ulti- 
mately going to grandchildren. 

If Jack had not qualified his wife’s 
trust for the marital deduction, by 
giving her a power of appointment 
over her half, the federal estate tax 


at his death would have been: 


Tax on Jack’s death on 
$700,000 ... : 
Tax on his wife’s subsequent 
death (assuming her own 
estate was nominal) none 
By taking advantage of the marital 

deduction Jack, in effect, divided his 

estate into two pieces for death tax pur- 
poses. And the picture was changed: 


Tax at Jack’s death on the 
$350,000 not subject to the 
marital deduction 

Tax at his wife’s subsequent 
death on the $350,000 which 
she was given power to 


$194,700 


$78,500 


Total $157,000 

By cutting the pie in two, a savings 
of $37,700 was accomplished, even if 
the entire estate had been left to pass 
under the will. Actually, Jack cut the 
tax pie into still more pieces by mak- 
ing gifts of a portion of his estate. 

Separate Trusts Arranged—After a 
careful review of Jack’s assets in the 
light of his probable future needs, it 
was decided that he could afford to 
give away $100,000 without jeopardiz- 
ing the control of his business, and 
without serious effect on either his 
income or his security for his old age. 
He was therefore advised to set up 
two trusts at the present time—one for 
his daughter to consist of $50,000 of 
income-producing securities—and one 
for his son to consist of $50,000 worth 
of stock of the oil business. 

Each child would get the income for 
life (with power in the trustee to use 
principal only if needed in an emer- 
gency). On the child’s death, the prin- 
cipal would pass to the child’s children 

(Continued on Page 31) 





BUILDING SOUND JOBBERSHIPS TODAY FOR A SECURE TOMORROW 


The typical jobber-distributor is a good businessman, but he 


(4) Insure the loyalty of key employes 


has been shown to have little idea of the effects of estate 
planning or what will happen to his business when he dies. 
With inadequate —- is business can be placed in jeopardy 
and his family in need. 

In offering the oil jobber a guide to his thinking in these 
matters, NATIONAL PETROLEUM News arranged with the Provi- 
dent Trust Co. of Philadelphia for a series of articles designed 
to examine some of these estate problems common to men in 
the oil marketing business. Provident’s experience with many 
jobbers across the country qualifies it as expert on such matters. 

Through a study of typical cases in the files of Provident 
Trust, examples have been given of what may be done in 
certain instances to: 

(1) Minimize taxes 

(2) Provide for the care of the jobber’s family 

(3) Reduce administration expenses 


(5) Make arrangements for the perpetuation or orderly trans- 
fer of an oil distributing business—when properly advised by 
competent estate planners in the legal and accounting fields. 

Any information derived from the reading of these articles, 
any recomme: ions received regarding estate plans from any 
source, should always be submitted to an attorney for his study 
and approval before any action is taken. 

Previous articles have discussed the question as to whether 
a business being run as a proprietorship or partnership should 
be incorporated. The hazards of joint ownership were explored, 
as was the unnecessary capital gains and death taxes. The bene- 
fits of planning a will and the state of a business upon death 
also were described, together with life insurance and liquidity. 

In this sixth and final article, the tax savings that can be 
effected through gifts to children and incentives for key men 
will be treated and illustrated. 





NATIONAL PETROLEUM NEWS * April 14, 1954 
















*Trade Mork 


FOR MECHANICS 
Removes dead 


weight of body 
and engine 


FOR LUBRICATION 


insures free flow of 
lubricants into fittings 






THE LIFT THAT DOES EVERYTHING 
Quicker... Faster... Profitably 
SAVES TIME « SAVES MONEY 
Write for complete information 


PATENTED SAFETY PADS SECURELY 
HOLD ANY MAKE CAR 





FRONT or REAR 


Full or Semi-Hydraulic 








All Parts easily accessible—from any working position 
The Complete UNITED STATES AIR COMPRESSOR co. 
Serves Equipment 5300 Harvard Avenue + Cleveland 5, Ohio 


Line 
AIR COMPRESSORS «© HYDRAULIC LIFTS ©* LUBRICATING EQUIPMENT 
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“This battery will outlast...’’ 


You've been battered by battery claims. Now l\et’s look at facts. Three years ago, 
when we introduced the Exide Utrra Start, the laboratory life tests were so 


amazing, we hesitated to predict how many years this new, revolutionary 


BATT b Ri ES battery would last. But here’s what has happened: 


THOUSANDS SOLD ...NONE HAVE WORN OuT! 


In three years, with hundreds of thousands sold through service stations, 
repair shops and car dealers, not a single Exide Uttrra Start has worn out, 
to our knowledge, in normal car use! 


120,000 MILES IN RUGGED FLEET SERVICE! 


In taxis and other severe fleet service, Exide ULtra Start Batteries have 
been on the go for 90,000 . . . 100,000 . . . 120,000 miles. 


170,875 MILES IN POLICE CARS! 


One Exide Uttra Start gave uninterrupted service for over 170,000 miles 
in three successive police cars without even a recharge. Each car was 
equipped with 2-way radio, siren, flashing signal lights and high output 
generator. 


In the laboratory, the Exide Utrra Start exceeds brutal overcharge test 
standards of the SAE by more than three times. And you know that over- 
charge is a constant threat to batteries . . . the biggest cause of battery failure. 


These facts are your assurance that Exide U_tra Start Batteries will serve 
your customers well. And there’s extra assurance for you in the fact that 
the Exide Guarantee is backed by 66 years of business integrity. 


, 
Exide AUTOMOTIVE DIVISION 


THE ELECTRIC STORAGE BATTERY COMPANY 
Philadelphia 2, Pa 








Exide Batteries of Canada, Limited, Toronto 
“Exide” and “Ultra Start” Reg. T.M.U.S. Pat. Olt. 
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JOBBER ESTATE PLANNING 





—the same as his will would provide 
for the children’s share of the balance 
of the estate. By setting the trusts up 
now for a portion of his estate, the 
tax picture was changed to: 


< 5 fray $1,410 
Death tax at Jack’s death on 
$300,000, the half of his re- 
maining estate not subject to 
the marital deduction ...... 
Death tax at his wife’s subse- 
quent death on the $300,000 
in the marital deduction trust $62,700 
_ Total $126,810 
In other words, by giving away dur- 
ing his lifetime only $100,000 of his 
$700,000 estate, Jack made a further 
saving of $30,190 from the minimum 
taxes that would be payable had Jack 


disposed of his entire estate by will. 


$62,700 


HOW THE GIFT TAX WORKS 


The explanation is that federal 
death tax rates are very high in the 
$700,000 bracket, while gift tax rates 
are much lower in the $100,000 
bracket. In addition, there is a whole 
new set of exemptions in the gift tax 
law. Each taxpayer is allowed to give 
away $3,000 each year to each bene- 
ficiary. Over and above this annual 
exclusion there is a lifetime exemption 
of $30,000 on all amounts that do not 
fall within the annual exclusion. 

Moreover, there is a provision in 
the gift tax law (corresponding to the 
split income tax provision) allowing a 
husband and wife to split gifts made 
to third parties. If a husband makes 
a gift with his wife’s consent, two sets 
of exclusions and exemptions are al- 
lowed even though the husband’s 
money is used. 

Thus, with his wife consenting to 
the gift, Jack could give away $72,000 
to his two children and pay no gift 
tax at all. This is because of the $3,000 
annual exclusion allowed each spouse 
to each of the two children ($12,000) 
and the $30,000 lifetime exemption 
allowed each spouse ($60,000). The 
$30,000 lifetime exemptions of both 
Jack and his wife would now be used 
up. Any future gifts will be taxed, 
although the annual exclusion of 
$3,000 each would still be allowed 
each year. 

Income Tax Savings—Quite apart 
from death tax savings, lifetime gifts 
also can result in important income 
tax savings where the donor is in a 
higher income tax bracket than the 
recipient. Jack Brown’s gift to his son 
of shares in the oil business had no 
current income tax consequence be- 
cause the corporation seldom paid 
dividends. But let’s look at the income 
tax results of the gift of income- 
producing securities in favor of his 
daughter which would take the place 
of the allowance he paid her. 


She and her husband, due to his 
relatively small earnings and the fact 
that they had three small children, 
were in a 24.6% income tax bracket. 
Her father, on the other hand, was in 
the 48% bracket. Hence, before the 
gift, it took about $2,300 of Jack’s 
earnings to pay his daughter her al- 
lowance of $1,200 a year. 

The average yield on the $50,000 of 
securities he gave her in place of the 
allowance was 4% or only $2,000 a 
year. Therefore, Jack was $300 to the 
good each year after the gift. More- 
over, his daughter was also better off 
—she got $2,000 less taxes (which she 
now had to pay) or about $1,500 net, 
as compared with the $1,200 tax-free 
allowance she got before the gift. 

Gift Must be Irrevocable—Thus, 
the death and income tax savings were 
well worthwhile in the case of Jack 
Brown who could afford to give away 
$100,000 of his $700,000 estate. But 
not everyone is as wealthy as Jack. If 
others try to follow his example they 
might put themselves in a position of 
having to rely in their old age on the 
charity of their children. 

The point is that any gift—whether 
it be outright or in trust—must be 
irrevocable and complete to gain the 
favorable tax consequences described 
above. 

Examples—Mrs. Jones said to her 
daughter, “I’m now giving you this 
pearl necklace, but of course you'll 
let me wear it until I die.” This doesn’t 
work, the only surprising thing being 
that so many people think it does. 

Mr. Black created a trust for his 
son similar to Jack Brown’s but re- 
served a power to revoke it if he ever 
needed the money. For tax purposes 
there is no gift: the income is still 
taxable to Black and the principal is 
subject to death taxes when he dies. 

Mr. White creates an irrevocable 
trust to pay the income to himself for 
life and on his death to continue the 
trust for his son. Again, there is no 
tax saving: the federal law expressly 
provides that the principal is still part 
of Mr. White’s estate for death tax 
purposes, because he reserved the right 
to income. 

In short, the gift must have no 
strings attached, and no benefits or 
even possibility of benefits can be 
reserved by the donor. The advice of 
an attorney is essential. Also, one 
should think twice before embarking 
on a program of gifts, tempting as the 
tax savings may be. After the gift has 
been made, it is too late to change 
your mind. When carefully and sen- 
sibly planned, however, lifetime gifts 
can be an important clement in a well- 
planned estate. 
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2. Key Man Incentives 


Charles M. Schwab — ~ 
“If all the ee 
ment in the Bethlehem seed 

any were destroyed —! 
a build again. But if, in one 
fell swoop, I were to lose my key 
men, | I would, indeed, be a ruined 
man.” 

al problems disturb the key man 
—his inability to save fny money due 
to high taxes and living expenses, and 
the fear of loss of his earning power 
and the effect this loss will have on 
the protection of his wife and chil- 
dren. 

To offset these mental disturbances 
so that the key man may devote all 
of his energies to his job is just plain 
common sense for the employer. 

The core of any plan to attract and 
keep good men is good pay. Pay 
scales of 10 or 15 years ago are either 
unrealistic or completely outmoded. 
It has been estimated that the pur- 
chasing power of today’s paycheck 
dollar after taxes is equivalent to as 
little as 30 cents of a 1939 dollar. 

In addition to adequate current 
compensation, there are several steps 
that successful jobbing businesses can 
take to insure the loyalty and reten- 
tion of key employes. 

Responsibility—-Give a key man 
just as much responsibility as he is 
capable of handling. Make him an 
important part of the team. Aside 
from any monetary consideration, the 
psychological effect of a vote of con- 
fidence in a man’s ability will, in most 
instances, bring out the best that is in 
him. 

Additional Cash Payments—These 
can be in the form of cash bonuses 
paid to the key man in such manner 
and at such times as will do him the 
most good. If a large cash bonus is 
due a key man, because of some ex- 
traordinary contribution he has made 
to the profit picture, it might be well 
to spread the payment over a period 
of time. If it were paid out in one 
lump sum an unnecessarily large por- 
tion of it would be subject to the 
key man’s personal income tax in one 
year. 

Qualified Pension and Profit-Shar- 
ing Plans—Much has been written 
about employe-benefit plans, such as 
qualified -pension and profit-sharing 
plans wherein substantial sums are set 
aside for future enjoyment by the 
employes. Such sums are currently an 
income-tax deduction for the em- 
ployer but not currently taxable to the 
employes. 

Both types of plans accomplish ap- 

(Continued on p. 33) 
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a steel container? 


We're fully aware that your packaging problems are 
not exactly the same as those of other steel container 
users. That is why we go out of our way to hand- 
tailor our deliveries, our lithography, engineering and 
other services to your specific requirements. We make 
available all the help you can use, anytime you say. 
Before you place another order for steel containers, 
why not listen to our story? We'd relish a chance to 


work with you—not just as suppliers, but as interested 





counselors and friends. 


Standard styles include pails, drums, handi 
cans. Always glad to discuss special- 
purpose containers. 








CONTINENTAL € CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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ESTATE PLANNING 


proximately the same purpose. Under 
a pension plan both the contributions 
to be made by the employer and the 
benefits receivable by the employe are 
fixed. Under a profit-sharing plan 
neither the contributions nor the bene- 
fits are fixed. The employer is not 
required to make contributions except 
in the years in which there is money 
available. He has substantial control 
of the amount which is to be used 
for this purpose. 

As a result of this, the benefits are 
not fixed and will depend upon the 
amount which has been set aside for 
an employe at the time of his retire- 
ment. In order for the employer to ob- 
tain a tax deduction in the year in 
which he makes the contribution and 
for the employe not to be taxed until 
he actually receives the amount to 
which he is entitled, the plan must 
conform to the law and the regula- 
tions of the Treasury Department. 

As a consequence, it is usually not 
possible to benefit a key man to the 
exclusion of other employes or to the 
extent desired. Therefore the em- 
ployer must look for another means 
to fully compensate a key man. Job- 
ber-owners who have not familiarized 
themselves with what the law permits, 
as applied to their situation, should 
do so by consulting with their at- 
torneys and competent experts on the 
subject. 

Accident and Health Plans—vVari- 
ous forms of group life,saccident and 
sickness and hospitalization insurance 
have become an integral part of em- 
ployer-employe relations. In most in- 
stances, however, the benefits are 
small and many firms are supplement- 
ing such plans with additional busi- 
ness accident and sickness insurance 
on the key man. 

Limited Death Benefits—The law 
also permits an employer, pursuant 
to an agreed plan in writing, to pay, 
following the death of an employe, 
amounts up to $5,000 to his bene- 
ficiary. An income-tax deduction may 
be taken in the year or years payments 
are made. Such payments are exempt 
from income tax in the hands of the 
beneficiary. 

To provide funds for such pay- 
ments many employers insure the life 
of the employe in favor of the com- 
pany. The premiums paid are not a 
deductible business expense. The pro- 
ceeds, when collected by the em- 
ployer, are exempt and are not in- 
cluded in the taxable income of the 
employer. It is possible for an em- 
ployer to actually make a profit out 
of such a transaction. 

Suppose, for example, an employer 

(Continued on p. 36) 























Any gal will tell you that a new Easter bonnet does something for her 
... gives her an extra “lift” .. . an all-is-well feeling. 


Canfield Premium HDM Motor Oil added to your line does something 
for you, too. 


Here’s why Canfield Premium HDM Motor Oil makes well satisfied 
repeat customers for you: 


. Solvent refining of selected paraffine base crudes provides a 
cleaner, tougher oil. 


. The addition of carefully controlled modern miracle- 
chemicals prevents corrosive acid action . . . prevents ex- 
cessive oxidation. 


. Highest quality detergents keep motors clean, assure un- 
interrupted action of piston rings, hydraulic valve lifters 
... keep tight clearances open. 


. Canfield Premium HDM Motor Oil provides complete en- 
gine protection in heavy duty MM, MS and DG service. 


Canfield Premium HDM is available under your own brand or ours in 
bulk, drums or refinery sealed cans. 


Write, wire or ‘phone for the complete quality and profit story, NOW. 


CANFIELD OIL COMPANY 


General Offices: Cleveland 27, Ohio 
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AGAIN... 
T’S MACK 
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Complete figures for 1953, compiled by the Automobile 
Manufacturers Association, show that Mack leads all other 
manufacturers in sales of diesel-powered trucks and tractors. 






There must be reasons—and there are! Unparalleled 
fuel economy and reliability of the Mack Thermodyne® Diesel 

| engine—as revealed by the truly amazing in-service 

| records attested to by important operators all over the 

country ... Plus acceptance of the Mack line of heavy-duty 
trucks, the only completely new line of trucks 

introduced since World War II. 


That’s why, more and more, the swing is to Mack diesels 
for the big savings they give in more miles per gallon, 
less down-time and stand-out performance. 







Let us refer you to users of the Mack Thermodyne Diesel 
whose operating conditions are similar to your own. 


IN DIESEL TRUCK SALES 








what Mack Diesels 


are doing for other 











operators...large and 


small...they can do for you 





Mack Trucks, Empire State Building, New York 1, N. Y. 
Factory branches and distributors in all principal cities for 
service and parts. In Canada: Mack Trucks of Canada, Ltd. 
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takes out an ordinary life insurance 
policy in the amount of $5,000 on an 
employe. When the employe dies, the 
employer collects the $5,000 and pays 
it to the employe’s beneficiary. The 
employer deducts the $5,000 on his 
income tax return. If his company is 
a corporation he may reduce his in- 
come taxes by $1,500 or $2,600. If 
the premiums paid on the policy do 
not exceed the tax reduction a profit 
results. 

In any event, the employer has 
been able to make a fairly substantial 
income-tax-free payment to his em- 


ploye’s beneficiary at little or no cost. 

Executive Employment Contract— 
For the larger jobbing businesses 
whose top men would get very little 
net after taxes from a salary increase, 
the executive employment contract 
has come into wide usage. Such a 
contract usually provides for pay- 
ments to an employe after he retires, 
either for a period of years or for 
the balance of his life. The employe as 
a rule agrees to perform consulting or 
other specified services at the request 
of the employer and not to engage in 
conduct prejudicial to the company 

















The Head that 
“STAYS AWAKE” 
in modern pumps...the 
VEEDER-ROOT COMPUTER 


In all repairs, it pays to be sure that genuine Veeder-Root Parts are 
used throughout. And if it’s rebuilt computers you need, then be 
sure they’re rebuilt at the Veeder-Root Factory. 





VEEDER-ROOT 


World 


WinlekiM t4el-alcilacte Mule] Ca Mel ME Gellsli-awe- Mm G@elileliiicg 


VEEDER-ROOT INC., HARTFORD 2, CONNECTICUT 
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or to engage 1n a competing business. 

Such a contract is useful to retain 
key men and to obtain men of top 
caliber because it insures their having 
an adequate income after retirement. 
From the company’s point of view 
this also has the advantage of defer- 
ring the payment of cash for the 
executives’ services. 

This is of particular advantage fre- 
quently to a new company, a rapidly- 
growing company, or a company 
whose cash position will not permit 
it to pay the market price of an ex- 
ecutive of the caliber it wishes to 
employ. Such a contract is sometimes 
used also to supplement the retirement 
pay of employes who have been 
hired in middle age or later, as a re- 
sult of which the benefits under the 
company’s pension plan will not be 
adequate. 

Common Stock—One of the best 
methods of attracting and holding a 
key man is to give him a proprietary 
interest in the business. The simple 
method of doing this would be for 
the corporation to give him a bonus 
payable in common stock. Because of 
the income tax position of such an 
employe it may be impractical to do 
this. 

Another simple method is to permit 
the employe to purchase a certain 
amount of the stock. Except in the 
case of a new company this also may 
be impractical. It can often be made 
practical by recapitalizing the corpo- 
ration. For example, a key man has 
worked for a company for many years 
and now wishes to purchase common 
stock in the company, whose balance 
sheet looks like this: 

Assets. $300,000 Liability $50,000 
s _ Net worth $250,000 
$300,000 $300,000 

If it were agreed that the key man 
was to acquire a substantial amount 
of the common stock, it might be im- 
possible for him to finance such a 
purchase. Suppose the business is 
recapitalized so that the balance sheet 
looks like this: 


Assets. $300,000 Liabilities. 


Preferred 

Stock 

Common 

Stock and 

Surplus 
$300,000 


$50,000 
$200,000 


$50,000 


"$300,000 


It should now be possible for him 
to acquire the amount of common 
stock agreed upon. 

Another method is to give the key 
man an option to purchase a certain 
number of shares of common stock at 
its approximate market value, at the 

(Continued on p. 39) 
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See how others are 


using USS COR-TEN steel 


“Make it Lighter to Carry More !“’ 










One of the first gasoline semi-trailers built under 
the new California highway law is this 40-foot, 
7,400-gallon unit. Under the old law maximum al- 


lowable length was 35 feet. To take advantage of the 
increased length and weight allowances, and convert 


as many of the extra pounds as possible into addi- 
tional payload, was the problem of the design engi- 
neers at Industrial Steel Tank & Body Works, 


Emeryville, Calif. It was accomplished by 
using a weight-saving design, with 12-gauge 


Cor-Ten steel for tank shell and baffles. 
Unit is operated by Standard Oil Company 


of California. 





“Make it Stronger to Last Longer!’’ 






You can get benefits like these in 


e By building lighter with USS Cor- 
TEN steel, you can obtain increased 
capacity without increasing loaded 
weight. The extra steel poundage re- 
quired for ordinary construction is 
traded for additional pounds of pay- 
load. If preferred, however, the 
capacity you would have in a unit 
built the ordinary way can be main- 
tained, and both deadweight and 
loaded weight reduced. Or—you can 
use USS Cor-TEn steel in the same 
gauges as regular carbon steel—main- 
tain the same capacity—and have a 
much stronger, more durable unit. 


UNITED STATES STEEL CORPORATION, PITTSBURGH 
NATIONAL TUBE DIVISION, PITTSBURGH + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. - 


UN i! 


In this 3000-gallon single axle trailer used for hauling 
waste oil, greater strength was the primary consideration. 
Through the use of USS Cor-TeEn steel, strength was in- 
creased—but at the same time, the fabricator, Standard 
Steel Works, N. Kansas City, Missouri, was able to reduce 
the steel by one gauge throughout, thus reducing over-all 
weight also. Another important consideration in the con- 
struction of this trailer was superior corrosion resistance; 
another good reason for using USS Cor-TEn steel. This unit 
is in service at U.S. Steel’s Fairless Works, Morrisville, Pa. 


» = D 


Cor-TEN steel-built tankers also 
require less maintenance and last 
longer, because USS Cor-TEn steel 
has a 50% higher yield point than 
carbon steel... . gives 4 to 6 times 
the resistance to atmospheric corro- 
sion . . . and offers higher resistance 
to load surge and road vibration. 


FOR MORE INFORMATION on USS 
Cor-TEN high strength steel send for 
a free copy of the new Cor-TEN steel 
book. It’s just off the press. Write on 
your company letterhead. 


* AMERICAN STEEL & WIRE DIVISION, CLEVELAND 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


> Tm tTce & 
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* COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 


USS COR-TEN High Strength STEEL © 
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ANOTHER 


CENTRAL PUMPING INSTALLATION 


NO UNDERGROUND SERVICE PROBLEM 


Standard motors, pumps, air eliminators, fittings and all 
electrical components are safely above ground in an easy 
access, weatherproof cabinet. No special motors or starters! 
No maintenance difficulties! 


—_— ee 


Ashland Oi! Duo-Matic Equipped Station at Chesapeake, Ohio 


MALT 


Duo-Matie 


CENTRAL SYSTEM 


with Cog electric “brain” 


Each above-ground Duo-Matic cabinet (left) contains two frac- 
tional-horsepower pumping systems controlled by Mag-i-trol robot 
control. When one or two island pedestals are serving, ONE pump 
operates. When three pedestals (or more) are serving, the second 
pump also cuts in. Gasoline is PUSHED to the pedestals. With Duo- 
Matic, multi-pump installations cost less and cut station operating 
expense. Always a stand-by pump! 


SERVES UP TO 8 PEDESTALS SINGLY OR SIMULTANEOUSLY 


GET THIS COLOR BROCHURE 


Functional illustrations show how to plan high gallon- 
age, multi-pump station leyouts at the cost of installing 
and maintaining smaller operations. Write for yours. 


BOWSER, INC., 1301 CREIGHTON AVE., FORT WAYNE 2, INDIANA 
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JOBBER ESTATE PLANNING 





time of giving the option. Such an 
option would be good for say five 
years, exercisable in whole or in part 
at any time or from time to time 
during that period. This will have 
the effect of fixing the price to be 
paid for the stock and permitting him 
to acquire it as he has funds available. 

This offers a real incentive to the 
key man because he knows that the 
results of his work will be reflected in 
the increasing value of common stock. 
While in many cases there is little or 
no market for such common stock, 
the stockholders, as a group, desire to 
restrict the transfer of the stock of the 
corporation so that it will not fall into 
unfriendly hands. The corporation 
then enters into a buy-and-sell agree- 
ment so that if the new stockholder 
wishes to transfer the stock or should 
die, the company would purchase the 
stock at a value determined by a 
method acceptable to both the com- 
pany and the stockholder. 

In addition, if the company wishes, 
it may insure the life of the key man 
in order to be sure that it will have 
funds available to pay for the stock 
on the key man’s death. 

At the time this article was written 
the House of Representatives had 
passed a bill which will make many 
changes in substance, as well as in 
form, of the present Internal Revenue 
Code. The bill is pending before the 
Senate. 

If this bill is enacted into law, the 
mechanics of carrying out some of the 
plans discussed in this article may be 
changed. But there have been no 
changes proposed which would alter 
the principles discussed herein. How- 


ever, it is extremely important before 
any plan is adopted that competent 
legal, tax and other advisers be con- 
sulted. 

Every jobber-owner has looked for- 
ward to the time when he can take an 
extended vacation without being 
plagued with business worries. In ad- 
dition to delegating responsibility and 
allowing key men to make decisions, 
a jobber can test the efficiency of his 


‘organization by purposely absenting 


himself from the business. 


EXPANSION 


The perpetuation-minded jobber 
must face up to the fact that one day 
he will be made permanently absent. 
It is far better to determine what, if 
anything, is wrong and correct it now 
rather than to die leaving this to be 
done by those of unproven ability. 


(This is the last of six articles de- 
signed as a guide for oil jobbers in 
planning their estates. The series be- 
gan with the March 10 issue). 


Refiners Build For Quality Output 


Oil marketers throughout the 
United States and Canada can 
look for increasing amounts of 
quality products as new refinery 
expansion is completed. 

As refiners set their construction 
projects in motion, they are going for 
higher quality in gasoline and lubricat- 
ing oils to meet increasingly tough 
competition in the quality market. 

In one of the largest expansion pro- 
grams, Esso Standard Oil Co. has 
let contracts for three new units at 
its Baltimore refinery, aimed at in- 
creasing yields of higher value prod- 
ucts and components from the present 
58,000-b/d plant. 

Contracts have been let for a 10,000- 
b/d Fluid coking unit, 17,000-b/d 
Hydrofining unit and 3,000-b/d Hy- 
droforming unit. 

The entire program, including new 
pipe lines and other improvements, 
will cost more than $15 million and 











Another 


Big City Efficiency in 
the Small Town 


ERIE ENAMEL 
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Sinclair Station + Weston Mills, N. Y. 


THE ERIE ENAMELING COMPANY 
1403 W. 20TH ST. + ERIE, PENNSYLVANIA 


will require more than a year to 
complete. 

Sun Oil Co. has awarded the con- 
tract to Catalytic Construction Co. 
for engineering and construction of a 
new 27,000-b/d Houdriflow catalytic 
cracking unit at its Toledo, Ohio, 
refinery. This facility will be part of 
a combination unit processing about 
48,000 b/d of crude oil. 

A 6,000 b/d catalytic reforming 
unit to manufacture naphthas and high 
octane gasoline is in the works for 
Naph-Sol Refining Co. Work on the 
new unit, which will be capable of 
producing 100-octane gasoline, is to 
begin Oct. 1. 

Canadian Expansion—Imperial Oil 
has awarded the contract for a major 
portion of its $14 million lubricating 
oil plant at the Edmonton refinery. It 
will be the first of its kind in western 
Canada and the second largest in the 
dominion, with a 2,000 b/d capacity. 


“rrpeeee” OE a a 
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SENOS 


COIN-OPERATED DISPENSING MACHINES at stations may be business-getters, but many oil men are asking .. . 


Will Milk Vendors Build Station Profits? 


Proceed with caution—there’s 
an experiment at work. 

That seems to be the opinion 
heard most often from oil mar- 
keters on the vending of milk 
by coin-operated machine at 
service stations. 

Today there are 400 of these “auto- 
mats” in operation at service stations 
—mostly in the Midwest. If the dairy- 
men have their way, that number will 
increase fast. 

But just how fast will depend on 
whether dairymen can convince the 
oil marketers that milk vending ma- 
chines mean more sales at stations. 

Some service station operators term 
the automats good “business getters.” 
Others aren’t sure yet. Still others 
want no part of them. 

Among oil marketers, some admit 
the idea may have merit. Others with- 
hold opinion pending tests at some of 
their stations, and still others say flatly, 
“we're in the oil business, not the 
milk business.” 

The marketing executive of one 
East Coast major told NPN, “We have 
enough competition of a strictly serv- 
ice station nature without getting 
involved in competition with dairies.” 

Since the first automatic milk vend- 
ing unit was introduced in the St. Paul- 
Minneapolis area in January, 1952, by 
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OUT OF THE WAY of driveway traffic, yet convenient for customers, this milk-vending 
machine at a Des Moines station is one of 600 in operation in the nation 


Land O’Lakes Creameries, Inc., some 
600 units have been placed in opera- 
tion in the Midwest, Southwest and 
on the East Coast. St. Paul, Minne- 
apolis, Chicago, Detroit, St. Louis, 
Des Moines, Trenton, N.J., Waco and 
Wichita, Tex., several smaller towns 
in Minnesota and Illinois either have 
milk automats now or will have them 
soon. 

Of the 600 vendors now in use, an 
estimated 80% are located on service 
station property. In all instances the 
local dairy installs the automat, keeps 
it supplied and services it. 


Arrangements with service station 
operators vary. In some cases the 
dairy pays a flat $10 monthly rental, 
pays for the electricity needed tc 
operate the unit, and gives the station 
operator 0.5¢ per two-quart carton. 

In other cases the $10 monthly rent 
is not included—the dairy pays for 
its own electricity and the station take 
is only the 0.5¢ royalty per two-quart 
carton. Or, the royalty may go up to 
1¢ per two-quart carton, with no 
monthly rental fee, but with the dairy 
paying its own electric bill. 

When units are installed at station 
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Faster recording on the driveway? 
No credit chargebacks? 

More accurate billing to customers? 
Less driveway congestion? 

Less handwriting on the invoice? 

A selling tool for new accounts? 


A credit system requiring no special equipment 
at the station? 


Your dealer gets all of these—you get lower 
INTERNATIONAL BUSINESS MACHINES accounting costs—with the IBM Credit Check Plan. 
590 Madison Avenue, New York 22, N. Y. 
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MARLOW PUMPS @ RIDGEWOOD, NEW JERSEY 
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STATIONS 


sites, the dairy mounts a separate 
electric meter on the vendor. There 
have been instances where no meter 
was installed. In these cases, electric 
consumption is estimated by compar- 
ing electric bills before the unit was 
installed with bills received after the 
unit began operation. 

What Oil Men Think—A spot check 
where milk dispensing units are oper- 
ated on service station sites reveals 
many opinions. Among objections 
voiced are these: 

e Dairies want to locate the ma- 
chines as prominently as possible. The 
trend is to mount 8 and 10 ft. replicas 
of milk cartons on top of the 6-ft. 
high and 8-ft. wide vendor. Unless 
properly placed, the unit cuts off the 
view of the station from the street, 
defeating one of the basic design ob- 
jectives of modern stations—complete 
and easy visibility from on the street. 

e Because of the drive-in feature, 
milk customers sometimes block off 
driveways for gasoline customers. 

e If the vendor is placed away 
from the driveway approach, then it 
loses display value and volume may 
suffer. 

e Units are very well lighted and at 
night serve to distract attention away 
from the service station. Oil mar- 
keters in most cases said, “We're in 
business to sell gasoline, oil and related 
items and service—not milk. We want 
attention focused on the pumps and 
the station.” 

e Some dealers object to making 
change for milk customers. Others 
object to having to fill the machine 
once it is emptied after the original 
fill by the dairy driver. 

Dealers, on the whole, seem un- 
certain whether the milk machines 
bring in any new business. Dealer re- 
action seems to depend on the neigh- 
borhood. Where stores are scarce or 
where stores close early or on Sundays 
and holidays, milk machines do seem 
to hold definite attraction. 

Caution Prevails—Oil companies 
generally are proceeding cautiously, 
for they don’t want to antagonize other 
dairies, many of which may be good 
oil company accounts. 

So far, in areas where station milk 
vendors are operating, there have been 
no reports of dairies complaining to 
either dealers or oil management. 

A spokesman for a Midwest oil com- 
pany said, “We'd favor anything that 
serves to increase traffic into a station. 
But we wouldn’t want a unit installed 
at one of our stations if it would dis- 
pense milk at cut rate prices.” 

Detroit and Chicago—In Chicago 
milk vendors have been observed at 
Shell, Standard of Indiana, Pure and 





Sinclair stations. In Detroit currently 
there are five stations with milk ma- 
chines—Pure Oil, Speedway 79, Sin- 
clair, Socony-Vacuum and Gulf. The 
first unit was installed in January of 
this year by Co-Operative Dairy Serv- 
ice, Wyandotte, Mich. 

In Trenton, N.J., Johanna Farms of 
Flemington, N.J., has 20 milk auto- 
mats in operation, 16 of them in serv- 
ice stations. The first unit was installed 
in October, 1953. 

The dairy reports each vendor sells 
about 200 quarts of milk a day on 
Fridays, Saturdays and Sundays. In 
New Jersey milk must be dispensed in 
one-quart instead of two-quart cartons. 

In the St. Paul-Minneapolis area, 
Land O’Lakes says that during the 
first six months of 1953, its “auto- 
mats” dispensed an average of 322 
quarts of milk a day each. In August 
they averaged 388 quarts a day per 
unit. 

The Profit Line—Dairymen esti- 
mate an automat must dispense from 
90 to 100 quarts per day to break 
even. In Detroit at a Pure Oil station, 
the automat hit the 90-quart mark (45 
two-quart cartons) at the end of the 
first month of operation. 

Revenue to the station from milk 
vendors will range anywhere from 
$84 to as high as $300 a year, de- 
pending on the volume of milk moved 
and the royalty and rental agreement 
with the dairy. 

A check with three Shell dealers in 
the Chicago area brought out these 
dealer comments: 

e Mt. Prospect, [l.—Milk dis- 
penser installed in November, 1953. 
Dealer didn’t know how much milk 
had been sold. He said he gets a flat 
$10 per month rental from the dairy, 
plus a percentage of each unit of milk 
sold. The dairy agreed to pay the elec- 
tric bill on the unit. 

This dealer feels the dispenser has 
helped the sale of gasoline at the sta- 
tion, with milk buyers usually buying 
some gasoline. He has seen no notice- 
able increase in the number of “steady” 
customers coming in for gasoline. Most 
of the milk at this station is sold be- 
tween 7 and 11 p.m. 

e Chicago, Northside—Automat in 
use 34 days when checked. At that 
time unit was averaging 210 two-quart 
cartons and 28 one-pint cream cartons 
a week. The dealer receives 0.5¢ on a 
two-quart carton of milk and 1¢ on a 
container of cream sold. The automat 
had been in use too short a time to 
indicate accurately the daily volume 
of milk sold, or any possible effects on 
station traffic. : 

Some milk customers say they like 
the convenience of buying milk at the 
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for Petroleum Marketing Application ... 
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Shell Aircraft Refuelers 
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Two 50' lengths of 2" Monarch hose on top 
deck and two 50' lengths of 114" Monarch 
hose on side cabinet reels are standard 
equipment on each new Shell Refueler built 
for Eastern Air Lines. 
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HEWITT-ROBINS 


EXECUTIVE OFFICES, STAMFORD, CONNECTICUT 
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| Using Hewitt-Robins Hose 


19 New Refuelers Will Furnish Millions 
of Gallons of Aviation Fuel Per Year 
to Eastern Air Lines’ Planes 























Like many leading distributors tr wes ee 

of petroleum products, Shell Oil | H , ‘al Ii f 

selects Hewitt-Robins Monarch | [ere !s a partial list of | 

mare ome, fe ao hose : HEWITT-ROBINS 

value—longer hose ormance. | 

Monarch gasoline hose is more INDUSTRIAL | 

flexible, easier to handle, easier to | RUBBER PRODUCTS | 

reel—its durable cover withstands | that will help you cuthandling | 

oil-conditions, weather and abra- | quel uel lie. a in | 

sion. Monarch’s smooth bore | AA : 

delivers faster, freer flow—its syn- efficiency. 

thetic tube completely resists the | HOSE: 

attack of aviation fuel and other | Maines tne : 

petroleum products, and Mon- FA ma ae 

arch’s light tan cover will not | ——" 04 

smudge on contact. | aie ‘i 

Alwaysbesure you specify Hewitt- | aha oe, veneee | 

Robins Monarch® brand when you | . 

buy gasoline hose. ; Rotary —- 

| Servall® (All-Purpose) | 

ENGINEERING DATA | Steam 

TYPES: Press-cured hose available in Tank Car | 

1" to 14" .D.... Mandrel-cured | Tank Truck | 

hose available in 134" to 3" I.D. | Twin-Weld® 

TUBE: Non-discoloring synthetic . . . Water Suction | 

withstands gasoline and oil... will —| Water Washdown | 

not deteriorate or slough off small 

particles to contaminate fuel . . . will | PACKAGE BELTING | 

not swell to restrict flow. | | 

COVER: Tan synthetic rubber com- | MOLDED RUBBER 

pound resists abrasion, fuel action, | PRODUCTS | 

sun and weathering . . . can’t mark ! P : , | 

or smudge driveways, airplane wings | For information and service on | 

or boat decks. | industrial rubber products, contact | 

CARCASS: Consists of three braidsof | —_ your Hewitt-Robins Industrial Sup- | 

high-tensile cord . . . for positive | ply Distributor. Through his com- | 

static dissipation additional braided | plete stock of Hewitt-Robins | 

wire is imbedded in hose wall. . . | Rubber Products, and his famil- | 

positive electrical connection assured he my | field onditi 

by factory-testing every hose length. tardy wi - coneiivons, 

j; he can fill your supply needs | 

| promptly and correctly. See Clas- | 

| sified Phone Book for the Hewitt- | 

INCORPORATE D | Vivinicsisiswrivoiriner | 

| serving your area. 

DOMESTIC DIVISIONS: Hewitt Rubber + Robins Conveyors + Robins Engineers - Restfoam | | 

T FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal * Hewitt-Robins Internationale, I | 

Paris, France + Robins Conveyors (S. A.) Lid., Johannesburg - EXPORT DEPARTMENT: New York City bn ree ee aerer ame ant __ 
April 14, 1954 + NATIONAL PETROLEUM NEWS 45 














COREXIT 


BELONGS 
IN THIS PICTURE 


. « « because it will save you money. 


Tests show that daily use of COREXIT — the 
corrosion inhibitor for sour crude, gas condensate and 
other oil wells — can save you up to $800.00 per well 
per year. COREXIT’S patented compound protects 
against the severe corrosive conditions in wells by 
building up a protective coating on tubing and 
sucker rods. 


Protect your sucker rods and tubing from corro- 
sion and hydrogen embrittlement. Call the nearest 
Humble Wholesale Agent (in Texas) for on-the-lease 
delivery of COREXIT, or write: 


Sales Technical Service 
Humble Oil & Refining Co. 
P. O. Box 2180 

Houston, Texas 


(HUMBLE ) 
«HUMBLE OIL & REFINING CO.| 
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STATIONS 


station. The dealer indicated he wanted 
to keep the automat, even if it proved 
enly a convenience to neighborhood 
trade and showed little profit to him. 

e Waukegan, Ill.—Dispenser at this 
station has been in operation a year. 
It averages between 400 and 435 milk 
and cream containers a week, with the 
dealer receiving 1¢ on each unit sold. 
The dealer says the vendor definitely 
helps his business because many cus- 
tomers stop for gasoline and walk to 
the machine to buy milk. 

What Dairymen Think—Manufac- 
turers of the automatic milk dis- 
pensers and dairymen favor service sta- 
tion sites for their units because: 

1. Service stations provide a site 
with a business already established, giv- 
ing the “automat” a ready-made po- 
tential market. 

2. There is someone in attendance 
most of the time. This discourages 
vandalism or tampering. Also, with 
attendant on hand, customers can get 
change to operate coin machine. 

3. Service station sites usually have 
plenty of space. 

4. Stations provide the drive-in fea- 
ture which is important to the success 
of the milk dispenser. 

5. Because the station is primarily 
a neighborhood venture, it is well 
known to the neighborhood trade. 

6. Convenience of a station makers 
the milk vendor attractive. 

A Look Ahead—Though oil indus- 
try marketing men are inclined to go 
slow, dairymen and manufacturers of 
the machines are stepping up their ef- 
forts to promote their idea. At least 
three manufacturers are producing the 
units now. 

Refrigeration Engineering Co., of 
Montgomery, Minn., appears to have 
pioneered the field and in a little more 
than two years has turned out about 
500 of the 600 units in use. 

F. B. Dickinson & Co., Des Moines, 
Iowa, and Meyer-Blanke Co., St. 
Louis, Mo., entered the picture later 
and are now stepping up production. 

Advertising in various milk journals 
is pushing the vending machine among 
dairymen, and one manufacturer says 
the demand is exceeding his produc- 
tion facilities. 

Dairies Are Happy—Dairymen look 
upon the automats as a _ bonanza. 
Rather than competing with grocery 
store sales, they say the automats seem 
to make milk a more popular drink. 
Many dairymen said that where auto- 
mats have been installed in stations 
near grocers, grocery volume of milk 
moved remained unchanged though 
they moved as high as 300 two-quart 
cartons a day. 

Independent dairymen seem most 

























NEW! Roomiest Cab! Wide, 3-man cab 


with easy-chair seat. 951 sq. in. windshield 
and best all-around visibility of any make. 


NEW! Sharpest Turning! 39° turning angle, 


short wheelbase design for top manevuver- 
ability. Easiest handling trucks there are! 


NEW! V-8’s and Sixes! Most powerful 


V-8's in popular field—133 to 172 h.p. Plus 
famous Dodge Sixes. 7 engines in all, 


NEW! Low-Built Lines! Built low for better 


road stability, easier loading, ground-hugging 
good looks. Lower step for easier cab entry. 


ALL ADD UP TO 
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it *y like See “Break The Bank” with Bert Parks on TV (ABC, Sundays). 


Hear “The Roy Rogers Show” on radio (NBC, Thursdays). 
See “Make Room For Daddy” with Danny Thomas on TV (ABC, Tuesdays). 
Enter the Dodge 40th Anniversary All America Contest. See your dealer. 
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it’s a fact... 


MORE LION UNIFORMS 


are worn by 
major oil company 
service station men 
than any 


other brand! 


Remember Grandpa's old saw, 

“you can't quarrel with success?” 
Leaders in the petroleum 

industry know a well-dressed 
service station salesman is the 
first sign of good service. Their 
selection of Lion Uniforms is a sure 
sign of a good investment in smart 
appearance and long wear. 

New special fabrics are designed 
for tough service station activity. 
Lion Uniforms express quality and 
style that create customer confidence, 


keep ‘em coming back. 


Write today for our 
merchandising plan. 


UNIFORM INC. 


DAYTON 3, OHIO 


Write—Dept. A, 44 WEBB STREET 





STATIONS 


enthusiastic about the automats at the 
moment. Though Land O’Lakes pio- 
neered the venture, the independents 
say the automats give them at least a 
temporary edge on larger competitors, 
because the large dairies at the mo- 
ment seem to be waiting to see what 
happens before they try it. 

Also, the machine gives the dairy- 
man a larger margin of profit. It costs 
a dairy from 5 to 6¢ a quart for home 
delivery and about 4¢ to deliver a 
quart to the store. Because automats 
will take anywhere from 680 to 1,500 
quarts, delivery costs drop as low as 
0.156¢ in high volume units. 

Time-savers—Dairies report it takes 
an average of from 30 to 45 minutes 
for a routeman to service a grocery 
store and only 10 to 12 minutes to 
service a vending machine. In addi- 
tion, spoilage is cut to a minimum. 
Refrigeration keeps milk at a con- 
stant temperature of about 35° and 
the first milk in is the first sold. 

One independent dairyman, who has 
used “automats” about a year and a 
half, reports about 20% of his total 
volume now moves through them. 

Another dairyman operates his own 
dairy store. Since putting in machines 
he finds the dispensers will move more 
milk than his store and at a much 
lower cost. The store requires clerks, 
maintenance, high electric bills, high 
real estate taxes, a comparatively 
large initial investment. It has less con- 
stant refrigeration than the vendor. 

With the machine, the dairyman 
spends anywhere from $2,500 to $3,- 
400 for a unit (depending on size), 
pays a rental of only $10 per month, 
$15 to $17 per month for electricity, 
and 0.5¢ a carton to the station opera- 
tor. Yet, the machine many times will 
equal the store on volume of milk sold. 





Credit Cards Again 


Another universal credit card com- 
pany has launched a campaign to get 
California station operators to join up. 

This time it is Trip-Charge, Inc., 
headquartered in Pittsburgh, Pa. 
Claiming national representation, Trip- 
Charge started out 24% years ago cov- 
ering restaurants, resorts, florists, auto 
rentals, liquor stores, speciality shops, 
catering firms and others. About nine 
months ago, it branched out into serv- 
ice stations in the East and claims 
1,000 members. Recently, it spread its 
efforts to the West. 

The general set-up is like other 
universal credit card companies. An 
operator signs a year’s contract, is 
permitted to accept credit cards of 
46 specified oil companies and is 
guaranteed all authorized charges. 
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one P-324 


MILVACO 


valve 


eee OO eee 


made of MILVALOY! 


. the miracle alloy thot 
combines light weight with 
superior sturdiness! Increases 
your pay-load! 
























eliminates the 
need for two valves 


Combining both Positive Stop and Swing Check features, 
this MILVACO-pioneered valve does double duty . . . prevents 


Swing Check and 
Positive Stop! 


; . Prevents back flow 
from one compartment to 


back siphonage and contamination. Equip your truck tanks 
another! 


with MILVACO P-324 Combination Stop-and-Check Valves. 
There's a nearby MILVACO representative to serve your 


complete needs 


P-324 available in 2”, 

2%", 3”, and 4” 

@ P-326 has extra female 
threaded outlet. 

@ Other MILVACO Stop-and- 

Check Valves available in 

bronze, 2’, 2", and 3” 





line of 
Valves and 
Fittings for 


the Oil ge 
Industry 
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FUEL OIL 


Cold Hikes Degree Day Totals 


A cold wave moved into the East 
Coast, Great Lakes and Midwest 
areas, boosting degree day totals for 
the week of March 28-April 3. 

In all sections the average degree 
day totals for March 1954 were above 
those of 1953, while the East Coast 
alone reported figures below the nor- 
mal for the month. 


During the week of March 21-27 
degree day totals dropped in all of the 
key cities. The greatest change was 
reported in the Southeast where warm 
weather cut the average from 112 for 
the previous week to 62 for this week. 

The season-to-date figures are close 
to those of 1953, but are below the 
seasonal normal. 


Save Space with Viking Truck Pumps 





TURN 
PORTS 


in any of 


Positions 








You can whip the problem of needed head room and 
enough road clearance, when you install Viking Truck 
Pumps. No matter what your mounting job, just turn the 
casing to any 45° angle for a space-saving piping arrange- 


ment. 


Even on two-pump mountings with dual power take-off, 
you have ample room for pumps, piping, strainers, valves, 
etc. The illustration shows how easy this has been done. 


On your next truck job, save space. Then be sure of posi- 
tive, even delivery and long, trouble-free life. Direct con- 
nect the pumps to power take-off without high speed in- 
creasers. Run your truck at normal speed for full capacity. 
To do this, specify Viking Truck mounting pumps. Ask for 


free bulletin 1507R today. 








= 


VIKING 


tion, Conrad Hilton 
May 9, 10, 11, and 12, 1954 


PUMP COMPANY 


See the complete Vik LP-Gas m 
line ot Booth 196 Notice & A 
Conven 


76 Nationa! L. P. G. A. 
D> a Chicago, 


CEDAR FALLS, IOWA 





Season Sept. 1-April 3 Week 
Mar. 28- 
Apr. 3 
1954 1953 Normal 1954 
East Coast 
Boston 4476 4533 5038 181 
New York(a) 3941 3951 4481% 158 
Phila- 
delphia(a) 3676 3694 4110 134 
Washington 3584 3358  3759# 118 


Great Lakes 

Buffalo 4292 4253 5613# 
Chicago 4832(b) 5125 5581 
Cleveland 4812 4690 5241 
Detroit . 5083 $106 5598# 
Toronto(a) 5525 5340 6280# 


Midwest 

Denver 4492 4798 
Minneapolis . 6395(b) 6852 
Omaha 4947 5165 
St. Louis(a) 3662 3786 


West Coast 
San Fran- 

cisco(a) ... 1895 2037 
Seattle(a) 3473(b) 3258 


Southeast 
Birming- 
ham, Ala. 2516 2448 
Charles- 
ton, S.C.(a) 1566 1549 1738 
Nashville, 
Tenn. 2858 3163 
Raleigh, 
N.C.(a) 2783 2729 3045 


2646# 


3519# 


Month of March 
1954 1953 Normal + 

East Coast 
Boston 806 799 849 
New York(a) 729 665 745 
Philadelphia(a) 671 592 667 
Washington 627 539 619 

Average 708 649 720 


Great Lakes 
Buffalo 
Chicago 
Cleveland 
Detroit 
Toronto(a) 
Average 


Midwest 

Denver . 

Minneapolis 

Omaha 

St. Louis(a) 
Average 


West Coast 

San Francisco(a) 361 

Seattle(a) 578 
Average 470 


Southeast 
Birmingham, Ala. 383 236 378 
Charleston, 

S.C.(a) 279 157 260 
Nashville Tenn. 512 367 498 
Raleigh, 

N.C.(a) 478 392 440 

Average i 413 288 394 


Degree days are on 65 deg. F. basis. 

(a) Readings at city offices. Readings in 
other cities taken at airport offices. 

(b) Includes weather bureau correction. 

# New normals. 
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Every gallon saved by 


SUSTAINED METER ACCURACY 
saves the profit on several gallons sold 


Every gallon lost by inaccurate measurement . . . every dollar spent adjusting 
or servicing your meters . . . loses the profits on many gallons sold. With con- 
stantly shrinking margins, you no longer can make up these losses simply by 
boosting volume. Best way to hold the profit line is to select the meters with the 
finest record for sustained accuracy and low maintenance. Red Seals stand head 
and shoulders above all other meters . . . for tank trucks and bulk plants alike. 
Want proof? Keep your own accuracy and maintenance records. Ask the men 
who have worked with Red Seal meters . . . in your own company or your 
neighbors. 


Here’s more proof of sustained accuracy «- - 
things you can see with your eyes: 


-A 





Measuring chamber has 
only one moving ele- 
ment. No saceteeted 
mechanism to get out 
of adjustment. Occa- 
sional dirt won't dam- 
age a Red Seal . 
chamber is easy to re- 
move, easy to clean. 


Accuracy You Can Sank On 


“Capillary” seol . .. 
a thin film of liquid 
. prevents weor be- 
tween piston and cham- 
ber. Seal is rigidly 
controlled by precision 
machining . . . stays 
constant through long 
accurate life. 


" SE. 


Double-case design 
eliminates distortion of 
measuring chamber 
coused by pressure or 
piping stresses. Pre- 
vents binding and un- 
even weer. 


This patented ‘‘Geor 
Shifter” firmly locks 
calibration. Cannot 
drift or slip between 
tests. Easy to adjust 
when required, but it's 
seldom required. 
































NEPTUNE METER COMPANY 


50 WEST SOth STREET 


95D 


NEW YORK 20, 
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N. Y. 


Branch Offices: 

ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. + SAN FRANCISCO 

IN CANADA: NEPTUNE METERS LTD., 

1430 LAKESHORE RD., TORONTO 14, ONT. 





TIRES—BATTERIES—ACCESSORIES 


ON THE LUBE HOIST is where Bailey dealers find tire 
prospects. Cletus Sisley watches Dealer Ernie Stich check treads 


OFF THE WHEEL Mr. Sisley and Ernie Myles inspect the 
inside of a truck tire. A third of Bailey tire volume goes to trucks 


How a Jobber Makes Sure He Maintains 


In a small town in rural Wisconsin there is an oil jobber who boasts 
a TBA sales ratio of $44 for every 1,000 gal. of gasoline. 
He has hit this mark by making sure his dealers “just ask their 


customers to buy.” 

The Bailey Oil Co., a Texaco 
jobber in Lancaster, Wis., doesn’t 
have large fleet or industrial ac- 
counts to bolster its TBA ratio. 
So, the company works constant- 
ly on coaching its dealers toward 
a balanced selling program. 

The dealers get TBA business in 
conventional ways—by looking for tire 
prospects among the cars coming into 
their stations. In addition they aim 
much of their advertising especially at 
farmers. They carry the tires and pro- 
vide the service that farmers want. 

Some of the Bailey Oil service sta- 
tions carry on a consistent direct mail 
solicitation to farmers. They make up 
promotional material of their own, and 
use the special farm campaign de- 
signed by B. F. Goodrich Co., whose 
tires are distributed by Bailey Oil Co. 

The Goodrich plan consists of a 
quarterly mailing of any size the dealer 
wishes to pay for. All the dealer has 
to do is send in a mailing list. Good- 
rich will even provide that for him, if 


52 


he has none. One dealer circularizes 
more than 500 farm prospects by that 
means. 

Tractor tires are a big item at 
Bailey’s larger stations. As is the case 
with most oil marketers, Bailey Oil 
finds that less than half of its 30 out- 
lets account for most of the TBA vol- 
ume. These dealers all have service 
trucks of some kind, and they are al- 
ways ready to handle emergency calls 
of any kind. 

For example, they will send out a 
service truck with a drum of calcium 
chloride solution and a pump to fill a 
set of rear tractor tires. They can 
charge perhaps $10-$12 for the job, 
and will usually need a 100-Ib. bag of 
calcium chloride, at a cost of about 
$2.75. Or they will bring in tractor 
tires in need of repair. They can make 
money on that service too, even 
though the big tires must be shipped 
out of town for repairs. 

Building a Volume—tThe big point 
here, however, is not the profit in 


tractor tires and tractor tire service. 
By itself the farm tractor is not a big 
source of tire business. Tractors stand 
idle for long periods, so the tires don’t 
get a lot of mileage. 

But the farmer today depends on his 
tractor. The people who help him 
keep it going are important to him, 
including those who look after the 
tires. 

What Bailey’s dealers are aiming at 
is all of the farmer’s tire business, plus 
the rest of his TBA requirements. 

For example, in that area it is com- 
mon to find on an average-size farm 
of say 300 to 400 acres, this line-up 
of equipment: 

2 passenger cars, 

5 tires each 

truck, 5 tires 

tractors, 

4 tires each 

combine, 2 tires 
Wagons, other pull-type 

implements 4 
Total tires 29 

Some of these tires, like those for 
tractor front wheels, or other light 
service implements, are not often re- 
placed because they are worn out. 
Usually they are damaged by collision 
with other implements, rocks, etc. But 
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THE FARM TRADE is a big portion of Bailey Oil’s TBA market, because Bailey 
dealers give the service farmers want. Here Sisley and Stich unload tractor tire 


Solid TBA Sales Ratio 


when they are, the farmer wants a new 
one, quick. 

As a user of from 20 to 30 tires, 
it is no wonder the farmer is regarded 
as worthy of special attention. The 
service station dealer who can get 
enough of that kind of tire business is 
bound to have a good tire volume. 
And he should sell a good share of 
batteries, spark plugs and. cther TBA 
items, as well. 

They Hunt for Sales—Stocking and 
servicing tractor tires is not the only 
method used by Bailey dealers to get 
TBA business. Indeed, it may not be 
the most important factor back of the 
big TBA volume done by Bailey Oil 
dealers. The other methods they use 
are not spectacular nor revolutionary, 
but may have more to do with the 
results. They just hunt for tire pros- 
pects among their gasoline customers, 
and when they find them, they try to 
sell them. 

The old standby, the lube bay, turns 
up a lot of tire prospects. The dealers 
start by soliciting lubrication work, 
and when they get the cars on the lift 
they know who is going to need tires 
soon. When they find a motorist who 


is going to need tires, they offer him 
a good trade-in on his old tires. 

These are all elementary steps, as 
old as the tire business. The only dif- 
ference is, that Bailey Oil Co. has 
persuaded its dealers to do what the 
petroleum industry would like to see 
done at all service stations. 

The Jobber’s Part—The good rec- 
ord of balanced selling at Bailey sta- 
tions has grown more from consistent 
effort than from any novel practices 
invented by the Bailey Oil Co. man- 
agement. 

When Emmett Terwilliger became 
managing partner at the close of 
World War II he assumed charge of a 
jobbership of limited scope, with little 
TBA volume. His aim from the be- 
ginning, was to develop good, strong 
dealers as well as to increase tank 
truck business with farmers. 

His conception of a sound business 
is a balanced business, with TBA vol- 
ume keeping pace with oil products. 
He has coached his dealers accord- 
ingly. Eventually he supplemented his 
own efforts by putting on a dealer con- 
tact man who spends a lot of time 
with each dealer. 
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The contact man, Cletus Sisley, is 
a graduate from dealer ranks, and an 
expert on how to sell TBA at service 
stations. 

At least once a week Mr. Sisley 
calls on the Bailey dealers. Most of 
the time he is dressed in a station 
operator's uniform, and is driving a 
small truck. The truck carries along 
TBA merchandise, and is thus part of 
the delivery service. 

He makes it plain to each dealer 
that his job is to help the dealer and 
his employes get more business. That 
means all kinds of business, rather 
than just TBA business, or just gaso- 
line and oil. 

Actually, his job is to carry out Mr. 
Terwilliger’s policy of building a bal- 
anced business at each station. He 
spends as much time as is necessary 
to do it. What he does is perhaps no 
different from what is done by many 
jobber and oil company salesmen. He 
just seems to do more of it, and in 
coaching the dealers he never forgets 
that the boss wants a balanced busi- 
ness. 

He knows that Mr. Terwilliger will 
get around to see each dealer at least 
once every month. So Mr. Sisley 
doesn’t have to waste time talking con- 
tracts, leases, maintenance, and so on, 
unless something of an emergency na- 
ture comes up. 

He concentrates on checking the 
dealer’s stock, discussing his advertis- 
ing problems, helping with displays, 
talking about ways to get more busi- 
ness and passing on the never-ending 
details of product knowledge, and so 
on. 

What’s new about that? Nothing. 
It sounds too simple. But that’s the 
way Bailey Oil Co. hits that high TBA 
ratio, and does better than $100,000 
annual TBA volume. 


TBA Meetings Set 


Meetings have been marked on the 
May calendar for the Canadian Sec- 
tion, Oil Industry TBA Group, and 
the American Association of Battery 
Manufacturers, Merchandising Divi- 
sion. 

The Canadian TBA group plans a 
one-day convention May 26 at the 
Royal York Hotel in Toronto, Ont. 

Chairman John K. Howe of the 
Merchandising Division, who is TBA 
manager for Skelly Oil Co., said his 
group will meet May 15, during the 
regular AABM convention at the 
Greenbrier Hotel in White Sulphur 
Springs, W.Va. 
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LIGHT TESTER is centered on the headlight by vertical and horizontal screws 


How You Can 


Headlight testing in service 
stations can be both practicable 
and profitable, and a portable 
testing device will make it possi- 
ble. 


The growing trend toward 
state vehicle inspection laws is 
creating a new demand for this 
kind of service. 

Every year more states prescribe 
the kind of equipment motor vehicles 
must have, and set minimum stand- 
ards for their mechanical condition. 
It’s a trend that is bound to spread 
across the country with increasing 
speed. There is no solid opposition to 
such regulation because the need is 
so painfully apparent. 

Wherever state inspection laws are 
in force it has been found that de- 
fective lights are the biggest single 
cause of vehicle rejection. Some of 
these faults can be traced to tail lights, 
stop lights and direction signal lights. 
These are also the easiest to correct. 

Headlights, on the other hand, can’t 
pass inspection if they are aimed too 
high, to low, or too far to one side 
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LIGHT’S AIM is adjusted 


Make Headlight Testing Pay 


Nor is the trouble readily detected by 
the car owner. The only way he can 
make sure his lights are right is to 
have someone test them for him. 

Oil marketers owe it to their deal- 
ers to tell them what they need to 
know about headlight testing. It’s a 
service that depends entirely on spe- 
cial equipment, but portable headlight 
testers can be bought which are self- 
contained units. They do the whole 
job and require very little room. With 
these units both headlights on a car 
can be tested in 15 minutes. 

A Dealer Cashes In—Adam Adu- 
bato, who operates an Esso station in 
Millburn, N. J., has made headlight 
testing an integral part of his service. 
He bought a portable testing unit 
about a year ago and quickly found 
that he was testing 25 to 30 head- 
lights a month. 

A potent source of business is the 
fact that all car owners in the state 
have become headlight conscious be- 
cause of the state inspection law. Once 
the station let the customers know the 
headlight tester was available, they 
began to ask for the service. 


Mr. Adubato finds it easy to get 
additional business by noticing the 
condition of headlights at the pump 
island. He has developed a good eye 
for a fogged up lens, something which 
can be spotted only in the daytime. 
This is usually an indication that 
moisture has worked inside the sealed 
beam unit and is reducing the light 
output. 

He suggests a check-up on the 
headlight tester. If the lamp measures 
less than normal light volume, a sale 
of a new sealed beam unit generally 
follows. It is his custom to sell sealed 
beam lamps for $2, which includes 
a 40¢ charge for installation. His vol- 
ume of sealed beam sales has in- 
creased by one-third in the year since 
he started his program of checking 
lights. 

Oil marketers can get a better turn- 
over on lamp inventories when more 
dealers understand how easy it is to 
check headlights. It leads naturally 
to a more rapid sale of sealed beam 
lamps, and draws attention to other 
lamp needs both inside and outside 
the car. 
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ompare 


= you will buy 


SAFETY © STRENGTH © SERVICE * APPEARANCE 


STANDARDIZE ON GEMCO’S FARM BOY—Designed especially for rural gaso- 
line storage it features 300 gallon capacity, rugged bar angle frames, and a barrel 
rack mounted high enough to allow filling of cans. GEMCO’S FARM BOY is engi- 
neered for a long trouble-free life, and rust proof bolts are used throughout. Fittings 
include 10 ft. of 1” hose, approved internal locking outlet valve, 2” safety vent and 
fill, capacity gauge, and creosoted hardwood skids. GEMCO’S FARM BOY is easy 
to assemble consisting of only nine major parts. Complete unit painted with brilliant 
red enamel to reduce maintenance costs. Why take chances when GEMCO’S FARM 
BOYS give you safety, strength, service and fine appearance—and they are priced 


UNDERGROUND right. Standardize with FARM BOYS—sell more—make more. 
AND ABOVEGROUND 
AT? 
_ DOMESTIC 
FUEL TANKS 


All Gemco products 
constructed by 


110-30,000 GALLONS , oe eae , Aline = 
GASOLINE EQUIPMENT MFG. a 


1010-1014 E. MICHIGAN ST. - ATLANTIC 2328 - INDIANAPOLIS 7, INDIANA 
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Hel your Gusiness 


FOR SERVICE ee: , : COMPLETE DILLECTRIC 
STATIONS NOW =“ q OUTFIT FOR NEW 


USING ; Pg SERVICE STATIONS 
DILLECTRIC | 


Recommended by All 
Leading Tire and Oil 
Companies and Ap- 
proved by Underwrit- 
ers’ Laboratories, Inc. 


: i ALL-STEEL CONSTRUCTION 
L 11” High, 13” Wide, 





5" a eS 
Shee, wt ond inside in Baked Enamel 
ADDS TO YOUR PROFITS 
*® Keeps Your Tube Repair Supplies Handy, Clean, 
Orderly, Easy to Inventory 
*® Stops Waste and Loss — Saves Time 
*® Improves Your Station Appearance 


CABINET ASSORTMENT 


Contains Supplies for over $240 Worth of 
Tube Repairs PLUS a Set of 3 POMTONGS. 


6 Cans (240 Patches) No. 6606-40 Small Diamond 
Patches @ $1.65 per can 

1 Can (20 Patches) No. 6605-20 Large Diamond 
Patches @ $1.85 per can 

1 Box (100) No. 100-AA Valve Insides @ $5.50 
per box 

1 Cabinet Locker ($10.00 valve) @ $2.50 

BONUS (Worth $3.25 to You) 


Can (40 Patches) No. 6606-40 
Small Diamond Patches 


@ 
$1.65 per can FREE 








Speed Patch OTFIT 


Includes Supplies for over $170 Worth of 
Tube Repairs PLUS a Set of 3 POMTONGS. 


1 No. 6685 Deluxe Pressure Clamp with Trans- 
former for either 110, 125 or 220 Volt A.C. @ 
$9.50 * 


5 Cans (200 Patches) No. 6606-40 Small Diamond 
Patches @ $1.65 per can 


1 Can (20 Patches) No. 6605-20 Large Diamond 
Patches @ $1.85 per can 


BONUS (Worth $1.90 to You) 
1 Wire Buffer No. 6617 FREE 





Set of 3 Stainless Steel Pom- 


tongs FREE 
Tire Center Display FREE 


ALL FOR ONLY $19.75 


FREE 


WITH EITHER 


1 Set of 3 Stainless Steel Pomtongs FREE 
1 Tire Center Display FREE 


ALL FOR ONLY $19.60 


- 


WE 
a 
DILLECTRIC 


ELECTRICALLY VULCANIZED 


Saeed Falah 
REPAIRS 


THE DILL MANUFACTURING CO. 700 East 82nd St., Cleveland 3, Ohio! 
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New Goodyear Tire 


Goodyear is putting out a new ver- 
sion of its All-Nylon Super Cushion 
passenger tire first introduced last year. 
Chief improvements are a new tread 
design that is claimed to eliminate 
squealing on turns and at the same 
time furnish better skid resistance. 
Less obvious changes are process im- 
provements said to control stretching 
in the nylon cords, plus a tougher 
tread compound. 


Report on Car Upkeep 


According to the Saturday Evening 
Post, a recent survey puts the cost of 
keeping an automobile in condition 
for driving at $287 a year. On new 
cars, the maintenance figure is $50. 
These totals do not allow for oil or 
gasoline. Also, the magazine states, 
a lube job must lead to the sale of 
other services or products to justify 
itself. 

“If a competent lubrication service 
is provided,” the magazine claims, 
“customers will almost automatically 
buy the stations gasoline, motor oil, 
TBA and other services.” 


"Safety-Check’ Planned 


Look magazine is laying plans for 
a 25-city automotive “Safety-Check” 
promotion during May. It is aimed at 
stirring up community-wide participa- 
tion in week-long safety drives and will 
include giving cars 10-point safety 
checks (brakes, tires, mirrors, steer- 
ing, glass, exhaust, horn, wipers, front 
and rear lights). 
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Strip Checks Chipping 

A new product, made of laminated 
metal and plastic, is being marketed 
in strip form for application by press 
fit along automobile door edges where 
paint chipping commonly occurs. The 
product is called “Check-Chip” and 
is made by the Carmac Co., 1622 S. 
Magnolia Ave., Monrovia, Calif. The 
manufacturer claims that the strips 
can be installed without holes, screws 
or special tools. Available finishes are 
described as chrome, cadillac gold 
and reflector red. Two popular lengths 
are carded on Servi-Seller display 
stands. 


Outboard Starters Marketed 


There are now electric starters on 
some outboard motors, says Electric 
Storage Battery Co. Two companies, 
Evinrude and Johnson, have starter- 
equipped units in their line, but since 
they do not supply a battery as ori- 
ginal equipment, owners of these new 
motors are good battery prospects. 
Exide says any Group 1 battery will 
do the job, but suggests its premium, 
Ultra Start battery because it will hold 
a charge better during periods when 
the motor is not in use. 





Auto Compass Available 


Fee and Stemwedel, Inc., 2210 
Wabansia Ave., Chicago 47, is adver- 
tising a new easy-to-read auto com- 
pass, available in soft gray or tan to 
harmonize with modern car interior. 
A universal mounting fits the wind- 
shield molding strip. Suggested retail 
prices for the illuminated and non- 
illuminated models are $6.95 and 
$5.95 respectively. 


Outboard Film Offered 


Champion Spark Plug Co. has com- 
pleted a 13-minute sound-slide film 
on marine outboard engines. It gives 
hints on spark plug selection, servic- 
ing, installation and over-all engine 
operation. 








Superior quality forged body _y, 


—precision machined 


Uniform wall thickness 


—no weak spots —")5 


Extra heavy reinforcing rim 
for longer service life 





Extra 
Hi-Strength 
forged 
handles —greater 
—greater safety and 
economy longer 


service 


Uniform heavy 
wall thickness 
—no weak spots 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 
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Superior quality forged body » 


The Best In 


AV E R-Tl T [E Quick Couplings 












—precision machined 
—accurate tolerances 
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DuPont Offers Brake Fluid 


Du Pont’s No. 7 brand, long used 
on auto polish and radiator chemicals, 
now appears on a new product — 
moderate and heavy-duty brake fluid. 
The claim is made for both grades 
that they will not form a vapor lock 
or boil off at any temperatures gen- 
erated in present day braking systems. 
Packaged in 12-o0z., quart and gallon 
cans, retail prices are 80 cents, $1.95 
and $6.85 respectively for the moder- 
ate duty. Heavy-duty fluid in the same 
sizes retails for $1, $2.30, and $4.80. 


As a selling aid, Du Pont is starting 
a safety education campaign built 
around a handbook offered free to 
service station dealers, called Give 
Your Customers the Brakes. It ex- 
plains how hydraulic brakes work, 
and what happens when inferior brake 
fluids vaporize in the brake lines under 
high heat. With few exceptions, the 
company says, 1954 passenger cars 
are equipped with heavy-duty fluid. 

A copy of the handbook may be 
obtained by writing Du Pont Special- 
ties Sales, Room D-7006, Wilmington 
98, Del. 





New Tokheim LuBar was developed specifi- 

cally to give station operators modern, proved- 

effective methods of merchandising packaged 

oil. Tokheim’s new LuBar Bulletin outlines 

these 12 major a upon which LuBar will 
s 


increase your oil sales and service: 





LuBar merchandises four 
times as much as the aver- 
age station displays, holds 
96 quart cans, 


LuBar gives access to 
stock from both sides, 
saves needless steps. 





LuBar is neat, requires less 
island space than the aver- 
age oil display. 


LuBar incorporates 
tabs for instant SAE 
weight identification. 





LuBar has convenient pull- 


bottom shelf for empties. 


Bottom shelf can be 
out metal “can-tainer” on 6 used to store and 
show 5-quart cans. 





LuBor incorporates pro- 
y visions for either globe or 
overhead lighting. 


LuBar matches pumps, im- 
proves island appear- 
ance. Choice of colors, 


LuBar lock-panels provide 
9 protection against theft 
and tampering. 





Panels store out of the 
l way on sides of cabi- 
net while LuBar is in use. 





General Products Division 


TOKHEIM CORPORATION 


LuBar's sturdy metal con- 
struction, baked enamel 
finish, last for years. 


LuBar keeps oil at cus- 
tomer eye level, stimu- 
lates impulse buying. 








Designers and Builders of Superior Equipment 


1650 Wabash Ave. 


Since 1901 


Fort Wayne 1, Ind. 


Factory Branch: 1309 Howerd Street, San Francisco 3, Colifornia 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ontario 


Another ‘Climate’ Battery 


The second battery to offer electro- 
lyte levels for hot and cold weather 
has been put on the market. 

Reading Batteries, Inc., Reading, 
Pa., has brought out the new Rebat 
Life-line HC with “climate eye” to 
provide the two electrolyte levels. 

Though the company does not ex- 
plain how the “climate eye” works, a 
news release says it is built into the 
individual cell cover of the battery. 
Willard introduced its “climate con- 
trolled” battery last summer. 

Reading claims simplicity of opera- 
tion for battery servicemen because 
no special tool is required to change 
electrolyte levels, and extra large vent 
openings add to servicing convenience. 


New Filter Replacement 


Something new in the TBA line is 
the replacement cartridge for carbure- 
tor air filters. Hudson and Studebaker 
cars are now using this type of air 
cleaner, made by the Fram Corp. The 
filter element should be removed and 
shaken free of dirt (not washed) as a 
part of every lube job. It should be 
replaced every 10,000 miles or six 
months. List price of a new cartridge 
is $2.09. 


Car Check for New York 


New York State has joined 14 other 
states in requiring that all automobiles 
be inspected semi-annually for me- 
chanical defects. 

Inspections, to start next summer, 
will cover brakes, steering, wheel 
alignment, horn, tires, lights, glass, 
windshield wipers and any other 
equipment the Commissioner of Motor 
Vehicles decides should be tested. In 
the interval between the law’s passage 
and the first inspections, standards that 
stations must meet to obtain inspectors’ 
licenses will be set down. 
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NOW... Avondale has combined 
into ONE fine building product 
the durable beauty of architectural 
porcelain enamel and the structur- 
al strength of load-bearing walls, 
load-span decking, and curtain 
walls. 


These fine materials offer architectural uses un- 
limited. 


Present your problem to Avoncraft Engineers. 






architectural products 
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' New Orleans 8, U. S. A. 
Name 
A Division of Avondale Marine Ways, Inc. § 8 City air 
P. 0. Box 1030 - New Orleans 8, U. S. A. eseueeeesceusesesaed 
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NO CAPITAL INVESTMENT 
for your material handling costs 


when you use 


CLARK’S PAY-AS-YOU-GO LEASE PLAN 


Without tying up a penny of working capital, 
put Clark material handling equipment to 
work for you. With Clark’s pay-as-you-go plan, 
any of Clark’s many models and types of 
handling equipment is available for your im- 
mediate use. With no down payment and at a 
low monthly cost, this lease plan enables you to: 


1. Conserve working capital for other essen- 
tial needs—such as additional inventory, 
plant expansion and non-leasable capital 
equipment 


2. Pay-as-you-go rental is a totally deduc- 
tible expense 


SEE THE YELLOW PAGES OF YOUR 
PHONE BOOK FOR THE NAME 


3. Eliminate trade-in problems and get the 
benefit of newest equipment. 


No outside financing is necessary—you deal 
directly with your local Clark dealer who will 
help you determine what equipment best fits 
your needs. Gas or electric fork trucks, Powr- 
worker hand trucks, tractors and Clark-Ross 
carriers—all are available on a 3 or 5 year lease. 


Let Clark equipment pay for itself as it cuts 
your handling costs. Call your local Clark 
dealer for a discussion of the details which 
will not obligate you in any way. 


Industrial Truck Division 


CLARK EQUIPMENT COMPANY 
SetTab me Battle Creek 89, Michigan 


OF YOUR LOCAL CLARK DEALER 
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Jobber Does Own Packaging For Lube Trade 


By concentrating on motor oil sales since it was organized in 1924, Morden 
Oil Co. of Lansing, Mich., has built up a large lube oil trade, including 50% of 
the auto dealers in its marketing area. Over-all gasoline and fuel oil volume is 9 
million gal. annually. Square tanks shown along the rear wall in the picture are 
part of the plant’s 28,000-gal. lube oil storage capacity. Drums and cans are 
filled at the plant. Owner Leight E. Morden started the company with the old 
Indian Refining Co., switching in 1932 to Socony-Vacuum products. 
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Self-Service Display | | 





ton class are available either with the 
V-8 engine or the six-cylinder “Power 
Plus” engine. This year, Studebaker 
will market five basic models, with 
gross vehicle ratings from 4,600 to 
16,000 Ib. Officials of the company 
said an aggressive sales campaign is 
planned this year to increase Stude- 
baker’s share of the truck market. 
Studebaker Corp. 

Circle No. 2 on Reply Coupon 


Mallet Line Expanded 


Four soft-faced mallets made of 
Nuplaflex, a new plastic, have been 
added to the line of Nupla hammers. 
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A self-service island display unit 
can be assembled in three minutes, 
without the use of tools or hardware. 
It is composed of seven basic parts— 
three structural members and four 


@ Readers’ information Service 
NATIONAL PETROLEUM NEWS 


in. at the bottom to 18x60 in. at the 


e FOR FURTHER INFORMATION 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


330 W. 42nd St., New York 36, N.Y. 
Your inquiry will be forwarded to the manufacturer. Void after July 14, 1954. 


Available in different hardnesses, they 
are designed for all “soft” pounding 
purposes. The manufacturer says the 
new plastic will recover its shape when 
dented by hard blows and will not 
chip, flake or mushroom. Under test 
conditions, the hammers have been 
found to last up to 30 times longer 
than formerly expected. New Plastic 
Corp. 


Circle No. 3 on Reply Coupon 





Rotary Can Filler 


A rotary filler, adjustable to various 
liquids, reportedly will handle 20 five- 
gal. cans per minute. Two men can 
run the machine, one to feed empties 
onto filling stations and one to remove 
and cap filled cans. No lifting is re- 
quired. There are 10 filling stations on 
the rotary table, which is driven by « 
one-third hp motor. Each station is 
adjustable to five gal. volume plus or 





top—and provides 40 sq. ft. of dis- 


play area. The display unit is fabri- ae So Pe ee 





7 8 9 10 iW 








cated of %-in. plywood and stands 
54 in. high. Shelves can be removed 
to create greater clearance if tall ob- 
jects are to be displayed. Great Lakes 
Store Fixture Co. 

Circle No. 1 on Reply Coupon 


V-8 Truck Engine 


A V-8 engine on heavy-duty models 
is a new feature of Studebaker’s 1954 City .... 
truck line. Models in the 112 and 2- 


| 
| 
| 
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shelves, graduated in size from 30x60 
| 
| 
| 
I 


Street Address 





April 14, 1954 + NATIONAL PETROLEUM NEWS 





NATIONAL PETROLEUM NEWS 
A McGraw-Hill Publication 


4/14/54 


61 





EQUIPMENT 


minus one pint. A supply line enters 
from the top. The liquid then flows to 
a cylinder located beneath the revolv- 
ing table and from there, by positive 
displacement, is delivered to the cans. 
The manufacturer claims accuracy for 
each charge within one cubic in. Drum 
Equipment Corp. 

Circle No. 4 on Reply Coupon 





Tire, Tube Leak Tester 


A combination leak tester for tube- 
less tires and inner tubes provides a 
fast, simple way to check both sides 
of the tire or tube at once. For tube- 
less tires, a wheel chuck unit is moved 
into position, supporting both the 
wheel and the tire. With the wheel 
submerged, the tire can be checked 
for leaks around wheel rivets, and 
between the tire bead and wheel 





flange. The wheel turns freely on bear- 
ings and may be locked in position. 
A reel is furnished for testing tubes. 
The aluminum tank is 35% in. long, 
13% in. deep and 11% in. wide. 
Bishman Manufacturing Co. 


Circle No. 5 on Reply Coupon 


Rotary Truck Pump 


A rotary type truck pump designed 
primarily for bulk delivery has large 
capacity in a compact size and weight. 
A car cartridge-type mechanical seal 
protects the anti-friction bearings from 
the pumpage and makes the pump 
leak-proof. It is available in two mod- 
els, rated at 100 and 200 gpm, with the 
larger unit weighing only 135 lb. The 
same pump is available in a motor- 
driven, stationary unit for bulk han- 
dling stations. Blackmer Pump Co. 


Circle No. 6 on Reply Coupon 





WIRY JOE 


WIRE «1 CABLE 


one Letter products 


THE CRESCENT COMPANY, INC., PAWTUCKET, RHODE ISLAND 
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Heat Pump Bulletin 


A four-page bulletin describes a 
new all-electric heat pump. A com- 
pletely self-contained system, the heat 
pump, without water or flame, pro- 
vides warm filtered air in winter and 
cool, dehumidified air in summer. The 
bulletin gives a complete explanation 
of the heating and cooling cycles of 
the unit, including schematic flow dia- 
grams of the refrigerant and air. 
Westinghouse Air Conditioning Divi- 
sion. 

Circle No. 7 on Reply Coupon 


Power Brake Installation 


A set of copyrighted “Installograph” 
manuals simplifies installation of 
Bendix passenger car power brakes. 
Eleven of the manuals cover power 
brake installation on all popular makes 
of autos from 1946 through 1953. 
Eliminating highly technical informa- 
tion, the “Installograph” was written 
by a mechanic in mechanics’ language. 
Bendix Products Division. 


Circle No. 8 on Reply Coupon 


Brochure Pushes New Drive 
The recently introduced clutchless 
Hydratork Drive is described in an 
eight-page illustrated brochure cover- 
ing design, operation and maintenance. 
Included are a description of opera- 
tional details of the torque converter 
and constant-mesh transmission. Il- 
lustrations include close-up photo- 
graphs of cutaway working production 
units. Operational advantages offered 
by this type of drive are discussed and 

illustrated. Clark Equipment Co. 
Circle No. 9 on Reply Coupon 


Foam Explained 


Foam fire protection is explained in 
a new booklet. Using question-and- 
answer technique, the publication tells 
what foam is, how it works, where it 
is used and what foam devices are 
used. The 16-page booklet is liberally 
illustsated and is set up for quick read- 
ing and easy reference. National Foam 
System, Inc. 
Circle No. 10 on Reply Coupon 


Fuel Oil Heaters 


Two models of fuel oil heaters are 
described in a new bulletin. Informa- 
tion is included on a longitudinally- 
finned heat transfer element and a 
tubular heater. Details of design and 
features of both types are given, along 
with sectional views, illustrations of 
installations, specifications and dimen- 
sion tables. Capacity selection tables 
also are included. Griscom-Russell Co. 


Circle No. 11 on Reply Coupon 
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MORE GALLONS PER TRIP 


is your best guarantee of MORE PROFITS... 
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When you can haul 250 more gallons each trip and make one 


Investigate every advantage of 
Heil lightweight tanks for every trip per day .. . you can guarantee yourself bonus profits to the 


ee ne Cpe + <2 tune of 100,000 extra gallons of payload per year! 
Fuel Oil * Gasoline * Asphalt * Diesel Poe : 
ou . rte womans Sob % Pa You can do it with Heil Petroleum Transport Tanks because 
Whey * Liquid Sugar * Cream * Re- 


Guadtgiens* Veneto Gis > hetend they’re weight-engineered to haul payload instead of metal. The 


Fats * Muriatic Acid * Nitric Acid * 6000 gallon Heil tank that hauls 250 bonus gallons weighs 
Sulphur Dioxide * Glycerine * Phthalic Q . 
Anhydride * Aluminum Sulphate * half-a-ton less than the former 5750 gallon conventional unit. 
Hydrogen Peroxide * Suiphuric Acid in ‘ ° : 

* Phosphoric Acid * Sludge Acid * Acetic In addition, Heil design provides greater structural strength 





hae ° Sateen typadtere ° Settan throughout the tank, adds extra years of service life to your 


Hydroxide * Formaldehyde * Paint * 


Vinegar * Alcohols * Anti-Knock fleet. Low operating costs, exceptionally low maintenance re- 
Compound * Write for details today. 





quirements, easy handling and maximum safety are other Heil 
features that assure profitable operation. 


PT-41 
DEPARTMENT 3744 





3037W. MONTANA STREET bd MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. ©@ Hillside, N. J. 
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NEWS OF MANUFACTURERS 





Rheem Acquires LA Site 


Rheem Manufacturing Co., which 
makes steel containers, household ap- 
pliances and aircraft parts in its 12 
plants, has acquired a 50-acre site in 
east Los Angeles as part of its West 
Coast expansion program. The com- 
pany also has acquired a new indus- 
trial site in Tacoma and has pur- 
chased the Seidelhuber Iron and 
Bronze Works in Seattle. 


'‘Decarbonizer’ Dealers Sought 
Bulldog Decarbonizer Distributing 

Co., Inc., Eau Claire, Wis., is seeking 

dealers for a new soot and carbon 


deposit eliminator for oil space heaters 
and pot type oil furnaces. The chemi- 
cal decarbonizing unit is effective for 
approximately 1,000 hours before re- 
placement becomes necessary. 


Blackmer Distributor Named 


Shields, Harper and Co. will dis- 
tribute the complete Blackmer Pump 
Co. line on the West Coast, Blackmer 
has announced. The line includes in- 
dustrial bulk pumps, truck pumps, 
hand pumps, strainers and fluid mo- 
tors. Shields, Harper and Co. has been 
in petroleum equipment marketing 
since 1917. 





In trouble-free service for several years, 
these two Roto-Prime self-priming pumps 
handle 250 GPM in double-duty service, un- 


loading transports and pumping from field 
storage to loading docks. 


THE IDEAL PUMP FOR 
BULK PLANTS anaTANK FARMS 


The Gilbarco Roto-Prime Pump starts 
without priming... runs without venting 


Higher suction lift and efficiency up 
to 10% greater, plus unlimited air 
handling capacity and flexibility of 
mounting, make possible multiple- 
service use in bulk plant stripping, 
transferring and loading. The great 
versatility of Roto-Primes provides 
80% to 50% savings in operating 
and equipment costs. Available in 
capacities ranging from 50 to 550 
GPM and powered by all drives. 
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Investigate today. Write for 
catalog and full information. 
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Westinghouse Expands Overseas 


Westinghouse Air Brake Co. has 
formed a new International Company 
to expand its product line overseas. 
President of the new company will be 
George P. Gregory, Jr., New York 
exporter, whose company handles oil 
field, pipeline and industrial business 
in all areas of the world. Offices will 
be at 30 Rockefeller Plaza, New York 
City. 


Opaco Has New Quarters 


Opaco Co., manufacturer of service 
station and automotive oil dispensing 
equipment, has moved to new, larger 
quarters at 3540 S. Wabash, Chicago, 
Ill. A company announcement said the 
expanded facilities will permit in- 
creased production schedules and ad- 
dition of new products. 


Company Marks 30th Year 


Renick and Mahoney, Inc., New 
York City oil marketing and storage 
equipment distributor, celebrated its 
30th birthday with a party at the 
Gramercy Park Hotel. Five employes 
were honored for their long terms of 
service. 


Hoist Firm Names Dealers 


St. Paul Hydraulic Hoist 
Wayne, Mich., has appointed two 
new distributors. Corts Commercial 
Body Works, Whitesboro, N.Y., will 
have exclusive rights to the trade area 
surrounding Utica, N.Y., and Timpte 
Brothers, Inc., Denver, has been 
named exclusive dealer for Colorado 
and parts of Wyoming and New 
Mexico. 


Co., 


Canco Starts Construction 


American Can Co. has announced 
ground-breaking on a 40-acre tract in 
Barrington, Ill., for the construction of 
its mew research and development 
center. Officials said the present quar- 
ters in Maywood, Ill., leave no room 
for addition of new research facilities 
and staff. Dr. Robert Warren Pilcher, 
the company’s director of research, 
will head the new Barrington labo- 
ratory. 


Erie Enameling Opens Office 


Erie Enameling Co. of Erie, Pa., 
has opened a Chicago sales office. 
Company officials said the growing 
popularity of architectural porcelain 
enamel on buildings, including service 
stations, made the expansion neces- 
sary. C. D. Springfield has been named 
district construction supervisor for the 
new Office. 
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New Chevrolet Trucks 


deliver hour-saving power 
that saves you money, too! 


: ee | 
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New Chevrolet trucks bring you great new engine engines—the “Thriftmaster 235,” the “Loadmaster 
power in every model—from light-duty pickups to 235” and the “Jobmaster 261"’* deliver greater horse- 





heavy-duty tractors. And this new power means impor- 
tant savings of both time and money on the job! 
YOU SAVE TIME 
WITH GREATER SAFETY 
That’s because new Chevrolet trucks permit you to 


power plus increased operating economy. In addition, 
the mighty “Jobmaster 261” engine reduces the need 
for operating in low gears on heavy-duty jobs. As a 
result, you shift gears less . . . save more on gas. 


Now’s a good time to see your Chevrolet dealer 





maintain faster schedules without driving at higher about a time-saving, money-saving truck. . we Chevrolet 
maximum road speeds. Thanks to greatly increased Division of General Motors, Detroit 2, Michigan. 
acceleration and hill-climbing ability, you can save 

time where it counts. Instead of trying to make up for 

lost time, you actually cut down the time lost at traffic 

lights and on steep grades. 


YOU SAVE PLENTY 
ON OPERATING COSTS 
New Chevrolet trucks bring you high-compression 
power that saves you money every mile. All three great 


MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 





THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The “Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION* —offered on '2-, %4- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD —for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING —easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on all cab models, “ Jobmaster 261” engine 
on 2-ton models, truck Hydra-Matic transmission on \2-, ¥4- and 1-ton models, 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 
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Bowser Reorganizes Sales 


Bowser, Inc., parent company of 
the Bowser Pump division; Ft. Wayne, 
Ind., is embarking on a regional ad- 
ministration plan, “designed to in- 
crease sales and service efficiency and 
foster economy in sales expense,” 
announced R. H. Damon, chairman of 
the board and president. The country 
has been divided into seven geographi- 
cal divisions, each under the direction 
of an administrator, with all under the 
staff authority of the executive head- 
quarters in Chicago, Mr. Damon said. 


Plant Nears Completion 


The new Exton, Pa., plant of the 
Autocar Division, White Motor Co., 
is under roof and Autocar hopes to 
move into the building by late spring. 
The modern, one-story structure stands 
on a 54-acre tract on the south side of 
the Lincoln Highway in West White- 
land Township. Cost at completion 
for the concrete and steel beam struc- 
ture will be about $2 million. 


Ansul Schedules Fire Schools 


Ansul Chemical Co. will hold 11 
fire schools for members of the petro- 
leum and other industries during 
1954. Attendance is free and admis- 
sion is on a “first come-first served” 
basis by registration, the company an- 
nounced. The three-day classes, all on 
industrial fire fighting methods, will 
begin May 24; June 14, 21, 28; July 
19, 26; August 16, 23, 30, and Sep- 
tember 13 and 20. 


Balcrank Gets Chicago Dealer 

Autoquip Corp. has been appointed 
distributor for Balcrank Inc., lubri- 
cating equipment manufacturer, in the 
Chicago area. Autoquip also will han- 
dle service and installation of Balcrank 
equipment. 


Hyster Names Ad Agency 


Cole & Weber of Portland, Ore., is 
the new advertising agency and mar- 
keting and public relations counselor 
for tractor and industrial truck divi- 
sions of the Hyster Co. 


Turbo Makes Liquid Filler 


Turbo Machine Co., Lansdale, Pa., 
now is exclusive manufacturer and dis- 
tributor of the Dura-Mil liquid filler, 
formerly manufactured by Central 
Machine Works, Inc., Philadelphia. 
The machine is designed to fill con- 
tainers with oil or chemicals. 


Kaiser Buys Into Drum Firm 
Kaiser Steel Corp. has purchased 
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about one-third of the common stock 
of Myers Drum Co., one of the major 
producers of steel drums and pails on 
the Pacific Coast. Myers has general 
offices in Oakland and the plant is 
located on a 16-acre site in San Pablo. 


Men Learn Air Conditioning 


A.R.A. Manufacturing Co. of Fort 
Worth, Tex., makers of automotive air 
conditioners, has set up a training pro- 
gram that brings in mechanics from 
dealerships all over the country. The 
two-day course includes a series of 
lectures and installation demonstra- 
tions and is held at the A.R.A. factory. 


Morse Signs Exclusive Dealer 


Power Transmission Equipment Co. 
of Chicago will handle Morse me- 
chanical power transmission products 
exclusively in the Chicago area, ac- 
cording to an announcement from 
Morse Chain Co. Power Transmis- 
sion will distribute in 21 Illinois coun- 
ties and six Indiana counties. 


PERSONALS 





L. C. Lane is 
Carver Pump 
Co.’s new region- 
al sales manager 
in charge of Mid- 
west operations. 
He will maintain 
contact with Car- 
ver’s distributors 
and sales repre- 
sentatives, con- 
ducting sales 
meetings, and as- 
sist in the general promotion of the 
company’s products, Mr. Lane is a 
graduate of Purdue University. His 
home office will be in Lafayette, Ind. 

- 


L. C. Lane 


Melvin 
Dinklage 
work out 
Houston in his 
post as Southwest 
sales representa- 
tive for Gilbert 
and Barker Man- 
ufacturing Co. He 
will cover Texas 
and New Mexico. . 
A native of Texas, M. G. Diskiage 
Mr. Dinklage studied mechanical en- 
gineering at the University of Houston 
and is a member of the Houston 
Engineers Club. He has had wide 
experience in the service station equip- 
ment field. 


* 
Ralph H. Graham, plant man- 
ager for Continental Can Co.’s master 


plate-making operations in Chicago, 
will preside over the Lithographer’s 
Club of Chicago this year. The new 
president of the 25-year-old Chicago 
organization has been associated with 
Continental’s lithographic department 
since 1941. 


Richard H. 
Olson will be gen- 
eral assistant to 
the export man- 
ager of Marlow 
Pumps as a re- 
sult of increased 
export sales vol- 
ume by the com- 
pany. Mr. Olson 
will not take over 
any definite terri- 
tory, but will aid 
dealers and distributors on a world- 
wide basis and relieve Export Man- 
ager D. C. Broadwell of some of his 
field trips. Prior to his association 
with Marlow, Mr. Olson was co-owner 
of J. P. Harris Pump Co. 

= 


Darling Valve and Manufacturing 
Co. has appointed three new sales 
representatives. New to the Darcova 
products division are W. L. Geurin, 
in the Illinois area, and Bern F. 
Marcin, for the northeastern U.S. 
William H. Atcheson has been ap- 
pointed salesman for the metal prod- 
ucts division in the New York City 
area. 


R. H. Olson 


° 

Garvin A. 
Drew, new vice 
president of Sco- 
vill Manufactur- 
ing Co., will be 
in charge of sales, 
service, advertis- 
ing and sales pro- 
motion for the A. 
Schrader’s Son di- 
vision. Mr. Drew 
joined the Schra- 
der organization 
following his graduation from Massa- 
chusetts Institute of Technology in 
1925. He became general sales man- 
ager of the company in 1940. 

= 


G. A. Drew 


Joe E. Gardner will manage the 
enlarged liquefied-petroleum gas di- 
vision of Service Equipment Co., Inc., 
New Orleans, La. Additions to the 
LPG line include complete carburetion 
installation and service, with dynamo- 
meter analysis, and a complete line 
of LPG fittings and equipment. The 
company has moved to a new loca- 
tion. 3033 Tchoupitoulas St. in New 
Orleans. 
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This emblem @ gives dealers 


and @® edge over competition 


This emblem identifies your dealers as Safety Safety Check gives your dealers an advantage 


over the service station down the block .. . 
and offers the ideal opportunity to sell West- 
inghouse Sealed Beam Headlamps—the high 
dollar volume bulbs—and other T.B.A. items. 


Check Headquarters in their neighborhood. It 
tells motorists that they endeavor to check 
tires, battery, lights, brakes, and wiper blades 
on all cars left for service. Motorists will go to 
them because they want Safety Check Service. 


SAFETY CHECK SELLS 
WESTINGHOUSE 

AUTO BULBS AND 

OTHER T.B.A. ITEMS 
Large plastic Protective @® 


FREI I TE TE HK TKK DAT 


Display Kit 
makes your | 
dealers... 


Seat Covers are avail- 


eR EOE Shoe abot 


Betty Furness on able for your dealers. 


“WESTINGHOUSE See your Westinghouse ey 
STUDIO ONE” salesman or write: i 
will tell motorists to look for Westinghouse Lamp Di- 


the Safety Check Emblem, _ Vision, Bloomfield, N. J. 


Sie: 


wy 


OE ORE ob ob oboe 


Kit contains: Weatherproof Scotch- 
lite sign, auto bulb guide chart, 


Safety Check Certificate... plus order ” YOU CAN BE SURE eo IF ITS 


form for: Safety Check Emblems, 


direct mail campaign, snap-on tags, 


Rceeete nee ade we 
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REGIONS + + « interpreting the oil news 


Atlantic Coast 


By 
Raymond E. Bjorkback 


Dealers Brace for Labor Move 


Signs ‘that the AFL Teamsters’ 
Local 596 in Philadelphia intends to 
have another go at organizing service 
station employes in the Pennsylvania 
city have gasoline retailers there draw- 
ing closer together again. 

The Teamsters are taking the soft 
approach this time. They’re going so 
far as to suggest the contract they’ve 
been pushing can be softened in its 
terms for a dealer willing to go 
along with them. 

But they’re also indicating that 
there’s a solid fist inside the velvet 
glove; that they have substantial funds 
for their drive, which they’d use in 
ways calculated to do them the most 
good. 

The upshot is that a sizable number 
of dealers have dusted off plans for 
forming a resistance unit. They're 
the so-called opposition group that 
got together several months ago when 
the Teamsters visited violence on 
station personnel and property, and 
harassed motorists, in their initial 
campaign. 

The dealers listened for an hour 
and a half the night of April 5 to 
Local 596’s organizer, Albert Teti. 
He proved eloquent, but not con- 
vincing, even when he suggested the 
union would negotiate with the in- 
dividual dealer pretty much on his 
own terms. 

The dealers authorized a steering 
committee to pick up the task of 
drawing up by-laws where it had left 
off, and to get a charter for a formal 
association. 

And they’ve scheduled 
meeting for April 26. 

The gathering the other night drew 
about 90 retailers, including several 
from the Philadelphia suburbs in 
Pennsylvania’s Bucks and Mont- 
gomery counties. Also represented 
was a Baltimore retailers’ association. 

A number of local dealers report- 
edly stayed away from the meeting out 
of fear of some kind of reprisal by 
the union. They felt that union ob- 
servers might spot them if they went 
to the meeting. 

Of late, however, the union has 
avoided any show of strong-arm tac- 


another 
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tics. It hasn’t even picketed a_ station 
since Feb. 18. 

Meanwhile the Teamster drive on 
Pittsburgh service stations appears 
dormant, after a wholly unspectac- 
ular start. : 

Reports are that it’s produced new 
members for the union at only three 
stations. 


Good Reason to Fight 


The oil industry in New Jersey 
feels it has more than a little reason 
to oppose a threatened 1¢ increase 
in the state’s gasoline tax, although 
that’s only 3¢ today. 

The state’s revenue system already 
is peculiarly discriminatory as far 
as the industry is concerned. 

As a tax policy commission has 
observed, even as it recommended 
hiking the tax as one way of achieving 
a $30 million increase in state aid 
to education: 

“If an individual does not smoke, 
drink, bet on the horses, drive an 
automobile, or die, he pays nothing 
directly for the support of the state 
government in New Jersey.” 

The way this works out now, fully 
48% of the state’s revenue comes 
from gasoline and motor vehicle taxes. 

Nothing like the 48% goes for 
highway purposes. In fact, of a total 
take of $42 million from the gasoline 
tax alone last year, more than 60% 
was spent for non-highway purposes. 

New Jersey doesn’t even have a 
highway fund. All tax revenue goes 
into a general fund. 

Now the commission plan is to get 
$14 million of the desired $30 million 
for schools from the additional gas- 
oline taxes. 

In other words, gasoline is expected 
to carry nearly half the new school 
aid load—horse racing and a corporate 
income tax to carry the rest. 

And there’d be no chance of any 
of the $14 million being used for 
highway purposes. It would be per- 
manently earmarked for the non- 
highway purpose. 

The measure intended to bring this 
about will be designated A. 389. 


What Safety Can Do 


The industry’s case against hell- 
for-leather road building as the cure- 
all for our traffic safety ills is bol- 
stered by an eastern autoraobile club’s 
study of turnpike operations. 

The Keystone Automobile Club, 
Philadelphia, went to the 1953 rec- 
ords of Se Pennsylvania and New 
Jersey turnpikes. 

There were 91 traffic deaths on the 
former, and just 36 on the latter. 


Those totals figured out to 7.5 fatal- 
ities per 100 million vehicle miles 
for the 323-mi. Pennsylvania route, 
and 4.1 per 100 million travel miles 
for the 118-mi. New Jersey route. 

Policing the New Jersey Turnpike 
were 77 troopers. Pennsylvania had 
only 10 more to police a highway 
more than twice as long. Also, for 
much of its route, it permits a 70-mi. 
top speed, whereas 60 is the New 
Jersey limit. 

Observes the automobile club: 

“More police and less speed con- 
ceivably could spell the difference 
between a safe road and a particular- 
ly dangerous one.” 


Midwest 


By Leonard Castle 


Why Jobbers Are Worried 


A review of resolutions adopted at 
annual state association conventions 
during the past few months shows 
that principal worries of Midwest 
oil jobbers today are: 

1. “Overexpansion” of service sta- 
tions, 

2. Surplus of product. 

3. Future effect of toll roads on 
jobber operations. 

Most of the state associations passed 
resolutions denouncing “excessive” 
service station construction. Typical 
of these was the one adopted by the 
Kansas Oil Men’s Assn., which noted 
that building activity has increased 
“enormously” during the past two 
years. 

“This is a healthy sign of progress 
in a growing industry,” the Kansas 
jobbers declared. “In many cases, 
however, the number of stations has 
far outstripped the normal growth of 
demand. The result has been a spread 
of existing business which could ul- 
timately lead to chaotic marketing 
conditions affecting every Independent 
jobber. 

“We urge that all marketers ex- 
amine their situation building programs 
on the basis of economic justification, 
as a response to a growth of demand 
for goods and services, rather than 
a race for representation or a fren- 
zied grab for gallonage.” 

In a similar resolution, the Iowa In- 
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dependent Oil Jobbers Assn. view 
the construction programs “with 
alarm” and noted that “with only the 
normal marketing margin of profit, 
the Independent jobber finds himself 
unable to compete in this expansion 
race.” 

“It is our considered opinion,” the 
Iowa jobber said, “that in many in- 
stances the potential share of the 
available gallonage in numerous lo- 
cations does not justify such lavish 
expenditures, and that the marketing 
margin of profit alone would make 
such expenditures disastrous for the 
Independent distributor.” 

NOJC Concerned — The National 
Oil Jobbers Council, at its spring 
meeting two weeks ago in Hot Springs, 
Va., followed up the subject with a 
declaration expressing “great concern 
over the reckless, uneconomical serv- 
ice station expansion program being 
carried on within the industry .. .” 

Concerning surpluses, several as- 
sociations contended that surplus gas- 
oline and other refined products are 
“dumped” on the market, usually at 
prices lower than those charged on 
“contract” or “regular purchase.” 

NOJC suggested that jobber con- 
tracts with their suppliers contain a 
provision giving the jobber the priv- 
ilege of buying on the spot market 
whenever it is lower than the con- 
tract price. 

The Iowa and Missouri associa- 
tions adopted resolutions unalterably 
opposing toll road legislation in their 
states. The Kansas association com- 
mended its legislature for being the 
first state to enact a toll road bill 
eliminating monopoly in the market- 
ing of oil products on toll roads. 

“Subsidies” Changed — Iowa job- 
bers declared they were not convinced 
that integrated companies do not 
subsidize their marketing operations 
from other profits. Neither are they 
convinced, they said, “that there is 
complete allocation of exploratory 
and operating expense in connection 
with the production and sale of nat- 
ural gas in competition with fuel oil.” 

“We believe that there is room for 
improvement in the supplier-jobber 
relationship,” the Iowans said, “and 
urge the suppliers as well as the job- 
bers to make every effort to promote 
a better understanding of each other’s 
problems.” 

The Illinois Petroleum Marketers 
Assn. demanded that supplying fuel 
oil companies grant Midwest jobbers 
an extra allowance of 0.5% per gal. 
on fuel oil sold for summer fills 
during the coming summer. The res- 
olution pointed out that East Coast 
jobbers received such an allowance 
last year, and the Midwest did not. 
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The MODERN line—the direct line to quality storage service. 
From the countryside oil well to the “cracking” plant . . . from 


_ bulk plant to service station . .. MODERN has a steel 


storage tank to fit your exacting needs . . . a tank approved 

by Underwriters’ Laboratories. That’s why today more and more 
petroleum distributors are specifying MODERN QUALITY 
tanks for their products. Phone your nearest MODERN plant. 
Join the hundreds of satisfied customers who reorder 
MODERN QUALITY tanks . . . a type and size to fit every 
storage problem. 


Select the MODERN name . . . the MODERN line . . . guar- 
anteed one year against defective material or workmanship. 


MODERN QUALITY BULK 
STORAGE TANKS ... available 
in horizontal or vertical 
installations . . . double butt- 
welded, fabricated and tested 
according to rigid standards for 
long, efficient service. 


——S 
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MODERN QUALITY UNDER. 
GROUND STORAGE TANKS FOR 
SERVICE STATIONS .. . scientifi- 
cally designed to meet and surpass 
Underwriters’ specifications. 


Planning special fabrications? 


Call MODERN for an estimate on 
custom needs too! 


WRITE FOR NEW CATALOG 
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; modern welding company 


NEWARK, OH ORLANDO, FLA 
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EDITORIALLY SPEAKING 


Jobber Upgrading Task for All Marketers 


The National Oil Jobbers Council, at its meeting in 
Virginia the other week, embarked upon a program of 
constructive action that could greatly benefit jobbers and 
suppliers alike—and thus, also, the whole industry. 

The Council did two principal things: 

First—-By spreading upon the record a uniform account- 
ing statement based on the performance of 34 jobber- 
ships in 1953, it afforded all other jobbers with an example 
or guide by which they can—if they only will—accurately 
gauge the conduct of their own operations. 

Far too many jobbers do not bother to keep proper cost 
accounting records—and are dismayed when things turn 
out not to have gone as swimmingly as they had thought. 
The fact that they don’t keep proper records is borne out 
by the experience of the committee which compiled the 
NOIC statement. It got back over 100 replies to a ques- 
tionnaire, yet in only 34 instances was the respondent able 
to make and furnish a breakdown of the kind deemed 
necessary by the committee. 

This is a sorry situation. But it is one that now can 
be corrected, IF jobbers generally will only take to heart 
and then act upon the example provided for them by the 
Council (see page 24, this issue, for NPN’s reproduction 
of the NOJC uniform accounting statement). 

The second principal action by the Council was its 
endorsement and recommendation of an education pro- 
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gram to be carried forward by the various state associa- 
tions and having as its objective the general upgrading of 
the industry’s jobbing segment. 

NOJC’s counsel, Otis Ellis, describes the program as 
something in the nature of an “Operation Bootstrap”— 
and that is just about what it is. 

Only Mr. Ellis also sees a need for suppliers pitching in, 
too, and giving the associations a hand, by actively encour- 
aging their jobbers to become members of state groups and 
by helping out in various ways on the educational phases 
of the program. 

We endorse these remarks. Bigger and stronger associa- 
tions, working towards such enlarged and constructive 
objectives as this one is, will be as much an aid to the 
supplier as to the jobber. Perhaps even more so, because 
the better the jobber becomes the surer his supplier can be 
of maintaining and even increasing his position in today’s 
expanding market. 

We commend also to the state associations an immediate 
follow-through on the council’s recommendation where 
they are concerned. 

Because if Otis Ellis is correct in something else he said 
down in Virginia the other day—that jobbers need to 
“build a better mousetrap” if they are to justify their con- 
tinued existence—then the time to start building that 
better mousetrap is right now. 
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Truck-mounted Purolator Micronic Filters used 


for aviation fuel. 








your meter maintenance cos 


.. with PurOlator Filters 


for bulk fuel handling on trucks 
and terminal installations 


Purolator* filters now in use on trucks and terminal installa- 
tions give operators greatly reduced meter maintenance 
costs. Their outstanding ability to remove dirt and rust means 
less “down time” . . . more efficient full capacity service. 


Purolator Micronic* elements remove particles as small as 

.0000039 inch and they have a filtering area and dirt storage 
capacity up to 10 times greater than old-style filters. You 

get higher capacity in smaller space. 


Why not let us show you how Purolator filters can reduce Bae - 

your meter maintenance costs as well as provide maximum ge at Puretater 
trouble-free operation. Purolator’s engineering department pyaar Te a 
can help you solve any filter problems. Send for the Purolator Standard models are 
Bulk Filtration Catalog giving full information on filter ee Mew pat the a tytn weg theta piaaes 
units with flow capacities of 15 to 1500 g. p. m. 


*Reg. U. S. Pat. Of. 


pectin | PURQLATOR 


Rehway, New soospanagaiaa Ontario, Canade S WORLDS el rey) eo) ee 4! 
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Factory Branch Offices: Chicago, Detroit, Los Angeles 
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Markets Switch From Fuels To Gasoline 


The normal switchover from a burning oil to 
a gasoline season continued east of the Rockies 
the past week. 

What was bothering refiners, however, was the 
fact that gasoline demand was not increasing as 
rapidly as burning oil consumption was declining. 

Natural gasoiine manufacturers in the Mid-Continent 
were having their troubles, too. 

In an effort to move burdensome stocks, one manu- 
facturer continued to quote Grade 26-70 at 4¢ FOB group 
3, and 3.5¢ FOB Breckenridge. This manufacturer said he 
was attracting a few buyers with these prices, but added 
that he had not been able to close many new sales. 

Some of the other manufacturers admitted having inven- 
tory problems, especially in South Texas, but majority said 
they doubted further price cuts would help demand. There- 
fore, except for the one quoting 4¢ and 3.5¢, majority were 
either not quoting or if they were, they were trying to hold 
their prices at 4.5¢ Group 3, and 4¢ Breckenridge. 

Summer-fill Plans Stir Interest—Burning oils were ap- 
proaching the summer-fill “discount” stage in the east. 

Socony-Vacuum reported reducing its distillate prices in 
upstate New York and Vermont (see P. 82 for new prices), 
while New York Harbor traders said warmer weather once 
again had caused resellers to lay off buying. Secondary 
suppliers reportedly were waiting for terms of summer-fill 
incentives from primary suppliers. 

At Great Lakes Pipe Line terminals, meantime, recent 
flurry in distillate withdrawals caused by cold wave sub- 
sided. Supplies were still scarce, but only at terminals. 
At the refinery level, resellers said they were being offered 
material as much as 1¢ “off Group 3 published prices.” 

Gasoline Continues Slow—Gasoline so far was not pick- 
ing up where burning oils were leaving off. 

There was more gasoline “talk” than previously, but 
actual trading remained quiet. Reports indicated that 
buyers were still hesitant about placing large orders for 
future material. 

In the Mid-Continent and Midwest, “discounts” were 
still offered in some cases, especially at pipe line terminals 
where material was reported available at 0.375¢ “under 
published prices,” plus transportation. Farm demand was 
slow in developing in these areas due to dry weather. 

At the Gulf Coast, where prices have been low enough 
in recent weeks to cause concern throughout the area east 
of the Rockies, trade sources for most part said conditions 
were improving. 

Some said there were still “weak spots” on material test- 
ing lower than 87 oct. research, but for higher octane 
grades, most sources said both prices and demand were 
firming. 

Group 3 No. 6 Fuel Off 5¢—The only change in residual 
market occurred in Oklahoma and the Midwest, where 
prices for No. 6 fuel dropped 5¢, to $1.15, FOB Group 3. 
Also, in Oklahoma, tank car marketers reported No. 6 oil 
available at $0.95, Group 3 basis, for resale, despite recent 
reports that this market was improving. 

Lubricating oil trading was reported still at a “snail’s 
pace” in Western Penna., and the same could apply for 
Mid-Continent and Gulf Coast lubes. There were no price 
changes reported, however. 

Summer-fill liquefied petroleum gas discount programs 
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were under way in the Mid-Continent (see P. 75). 

In foreign markets, Imperial Oil Ltd. reported reductions 
ranging from 9¢ to 10.5¢ bbl. in its bunker fuel prices at 
eastern Canadian points effective April 1. Cuts were gen- 
erally 9¢ bbl. at points in Newfoundland, Nova Scotia, and 
New Brunswick; 10.5¢ at mver points in Quebec. 

Company’s new prices for ex terminal deliveries of 
marine bunker fuel at points where changes were made 
follow. Prices are in Canadian currency per bbl. of 35 
imperial gals.: 

Port Price 
St. John’s, N. F. $2.87 
Halifax, N. S. 2.41 
Saint John, N. B. 2.41 
Quebec, P. Q. 2.565 
Three Rivers, P. Q. 2.565 
Sorel, P. Q. 2.565 
Montreal, P. Q. 2.565 


Argentina was in market for approximately 4,500,000 
bbls. of Kuwait type crude, although delivery period and 
date for submission of bids have not yet been disclosed 
by Buenos Aires. 

Detroit Gets Low ‘Gas’ Prices—In Detroit, Peerless 
Distributing Co. was low bidder with delivered price of 
12.47¢, less 1%, to supply approximately 24,000,000 gals. 
of regular-grade gasoline to Detroit Street Railways over 
one year beginning May 1. Peerless, one of five suppliers 
to tender proposals at recent bid opening, bettered its 
present price to DSR on six-month contract now expiring 
by 0.71¢ gal. 

On another proposal to supply Detroit with approxi- 
mately 250,000 gals. of regular gasoline monthly for three- 
months on pickup basis (city’s own tank trucks), The Texas 
Co. was low at 12.24¢, less 1%. 

Retail ‘Gas’ Prices Cut—In retail gasoline markets, prices 
slipped 1¢ gal. at two points along Connecticut River— 
East Hartford, Conn., and Springfield, Mass. 

At East Hartford, tank wagon prices slid to net of 10.9¢, 
while retail prices ranged as low as 13.9¢ for major brands. 
Private brands were as low as 12.9¢. “Normal” retail price 
is 20.9¢. 

New break in East Hartford tank wagon prices came 
when two majors, posting 11.9¢ for regular-grade offered 
“voluntary allowance” of 1¢. 

At Springfield, two maior marketers were giving “volun- 
tary allowance” of 2¢ off their tank wagon prices to net 
9.94 to dealers. As at East Hartford, pump prices at 
stations handling major brands generally were 13.9¢, with 
private brands still lower. 

Above retail prices are ex state and federal taxes—6¢ 
at East Hartford, 7¢ at Springfield. 


Gulf Coast 
Trading Negotiations Pick Up 


The early days of April covered a period of active trade 
negotiations at the Gulf. Although actual sales were light, 
deals were in progress involving anywhere from 20,000- 
bbl. barge lots up to the entire output of some of the 
Independent refineries. 
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Efforts to move spot gasoline still headed the refinery 
“must” list, and supplies were ample for early barge and 
cargo loading. Refiners for the most part were trying to 
find new spot outlets among upriver terminal operators. 
The summer gasoline requirements of one big terminal in 
Minnesota reportedly is 500,000 bbls., and a closing is 
expected shortly. 


Compared to gasoline, heating oil and heavy fuel trading 
was on the quiet side. On the other hand, late-season cold 
weather up North brought some possible cargo buyers into 
the market. In fact, one Connecticut buyer, whose regular 
supplier was unable to supply a cargo on short notice, 
bought a cargo of No. 2. The price reportedly was “the 
low” (8.25¢ at the time of the sale) on the date of lifting. 

The biggest deal in progress was a processing arrange- 
ment that, trade sources said, might involve as much as 
75,000 b/d. Reports have been circulating for some time 
that a large East Coast refinery will be closed, that the 
eastern refiner will fill a two-year gap in his supply picture 
while he builds a modern plant, and is trying to line up 
interim supplies at the Gulf. Last week, representatives of 
two major and four Independent Gulf Coast refineries 
were in New York. Several admitted they were “talking 
processing arrangements.” 


Should 75,000 b/d of new products demand appear at 
the Gulf—or even 40,000 b/d—trade sources said that the 
problem of gasoline surplus would be greatly eased. 


Atlantic Coast 


Prices Decline At Albany, Buffalo 


Price declines for distillate fuels at Albany and Buffalo 
were the principal development in eastern markets the past 
week. On the other hand, these same products came in 
for some fresh demand when cold weather caught some 
resellers with low inventories. 


Distillate prices slipped at Albany and Buffalo following 
Socony’s reductions averaging 0.5¢ gal. at upstate New 
York and Vermont points. Most other marketers reduced 
similarly, with kerosine generally quoted at 10.8¢ at Al- 
bany, No. 2 fuel at 9.8¢, and Diesel fuel at 10.2¢. At 
Buffalo, suppliers generally cut 0.5¢ to 12.2¢ for kerosine, 
and 0.55¢ to 10.9¢ and 11.4¢ for No. 2 fuel and Diesel, 
respectively. 

Suppliers reported there was considerable late-season 
interest in spot distillates. At New York harbor, several 
said they were getting orders from customers they had not 
heard from in some months. Further, they added that 
buyers occasionally started bidding “0.2¢ off” for spot 
kerosine and No. 2 fuel, and wound up paying “full price.” 

Most of this buving was attributed to low stocks in the 
hands of secondaries. Resellers all the way back to the 
tanker terminal level were trying to hold down purchases 
pending announcement of summer-fill plans by their sup- 
pliers—if, as, and when such plans are forthcoming. It was 
a waiting game generally. Resellers were buying as little 
as possible, and suppliers were obviously pleased with the 
chilly weather which boosted their sales. 

Bunker fuel also benefited some from the late-season 
cold weather. At New York harbor, one supplier declared 
he had tried unsuccessfully to borrow a ouantitv of No. 6 
oil pending the arrival of a cargo from Netherlands West 
Indies. The barge price at New York was said to be “quite 
firm” at $2.25 ver bbl.—which meant, according to some 
sources, that a buyer probably could get 5¢ “discount” on 
a spot quantity. 
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Chicago District 


Light, and Heavy Fuels Range Lower 


Prices for No. 2 fuel ranged 0.125¢ lower in Chicago 
District last week and price ranges for two grades of heavy 
fuel narrowed following reductions in river terminal opera- 
tors’ prices. 

Despite the fact that light fuels were in somewhat snug 
supply pending arrival of barges from lower Mississippi 
river and Gulf Coast shipping points, light fuels as well as 
gasoline continued subject to “discounts” at river terminals. 
Local refiners, for the most part, said gasoline stocks were 
“about right” for start of spring. 

Prices for No. 2 fuel ranged from 9.875 to 10.35¢, FOB 
Chicago District, down 0.125¢ on range low when a ter- 
minal operator reported like reduction. Several sources 
said No. 2 fuel was being sold at 9.75¢, Chicago District, 
direct to the trade, but quantity was small. 

Nos. 5 and 6 high-sulfur fuels were down 0.1¢ on high 
side, ranging from 7 to 7.35¢ and 6 to 6.35¢, respectively. 
While prices otherwise were steady for heavy fuels, large 
suppliers said they still were “watchful” of Mid-Continent 
open market offerings. 

Several trade sources said gasoline was being bought at 
“discount” price of 12¢ for regular and 13¢ for premium- 
grade at a river terminal. Brokers, they added, were buy- 
ing at “0.125¢ off” these prices for resale. No changes were 
reported in quotations which ranged from 12.125 to 13.35¢ 
for regular and 13.125 to 14.85¢ for premium. 

Refiners, meanwhile, said a fight for big volume business 
had pushed regular-grade gasoline prices to consumers 
below 13¢. Earlier this year, price of 13.3¢ delivered con- 
sumer storage, was considered “low.” 


Midwestern (Chicago-E. St. Louis Area) 
Heavy Fuel Price Down 5¢ Bbl. 


Heavy fuel prices ranged 5¢ lower in Midwest last week 
and several trade sources said product had become “rest- 
less” in open market. Light fuels still were in steady 
demand at northern pipe line and river terminals. Gasoline 
was quiet. Several refiners, however, said upper central 
states were “shot through” with “discounting” in gasoline 
to the farm trade. 

Heavy fuels once again occupied the trade’s attention. 
Prices for No. 6 fuel ranged from $1.15 to $1.30, Group 3, 
down 5¢ on the low when one refiner lowered his price 
“because of open market competition.” 

Tank car marketers, meanwhile, said thev generally were 
quoting No. 6 to the trade at $1.10 to $1.15, but there were 
offerings out as low as $1.05 to the trade. Two marketers 
said, however, they would not “refuse” an order at $1. 

Several sources pointed out that return of easiness in 
heavy fuels had occurred despite increased coking overa- 
tions at several refineries. These same sources added, never- 
theless, thet with four or five more new coking units eoing 
into oneration later this year, the heavy fuel picture is due 
for a “drastic change.” 

Substantial withdrawals of light fuels at northern ter- 
minals of Great Lakes Pipe Line found several shippers 
short of product in both west and east legs of the line. 

Gasoline mostly was quiet. Refiners said, however, that 
eagerness for big spring sales of gasoline had brought on 
widespread “discounting” to the farm trade in amounts 
uv to 1.5¢ gal. off consumer tank wagon prices. One large 
supplier commented that it was only a “question of time” 
before rural gasoline price situation will be “as bad as it 
has ever been.” 
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Summary of Gasoline Prices (April 6 through April 12) 
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Motor G 


11.75-18 

- . 12.625-12.75 

(2)18-18 .25 
13(2) 


Friday 
April 9 
13 .25-14.25 


6 
18 .6-13.75 
(4)12 .25-18 .875 
11.75-13 


()l1. es. 875 (8 
10 875(2 
10 tecil, 875 


Thursday 
April 8 
18 .25-14.25 
18.5 
18 .6-13 .75 
(4)12 .26-13 .876 
11.76-18 


11.75-13 
12. 625-12.75 
(2)13-18 .25 
18(2) 
13 


(6)11 .25-11 .875(8 } 
10 .75-11 .875(2 


Wednesday 
April 7 
18 .25-14.26 
18.6 
18 .6-18 .75 
ans. 73. 875 


Visa | 
iy a 
(2)13- 


ee 
13(2) 
13 


on. 25-11 .875(S 
0.75-11. Ps 
Pl 11.37 


Tuesday 
April 6 
18 .25-14.25 
138.5 
18 .5-18.7> 


(4)12 .25-18 .875 
11.75-18 


on. 25-11 .875(8) 
10 75-11 .875(2) 
. 75-11 .875 


10. bat 875 
11.5- 


12.7 
11.6-12.25 
11.6-12.25 


7 Tex. (Texas & New Mex. shyt.) e Het 11.5-1 
W. Tex. (Texas & New Mex. shpt.) 11.5-12.25 
E. Tex. (Truck Tnsp.)....... eee 11.5-12.25 
Motor Gasoline 82 Oct. (R 


11.5-12.25 


11.5-12.25 11.5-12.25 


+ a 


rome & New Mex. 2} 


1.25-11.5 
E. ‘Ten SRR Ra evict 125 


Motor Gasoline 92 Oct. (Premium): 


New York harbor 


New York harbor 




















otor Gasoline 86 Oct. (Regular): 


15.4 

(2)16 .4-16 .6 
15 .4-16.1 
2. 45-14.3 

2-14.2 

eis. 9-14.6 
13 .8(2) 
12.7-14.1 
12.75-12.8 


11.5-12.25 
11.5-12 
11.5 


10. 3. see) 


(2)10.75-11.8 
11.25-11.5 
(2)11-11 .125 


16.3 

16.4 
(2)16 .4-16 .6 

15 .4-16.1 


18 .45-14.3 
12-14.2 
(8)18. rae: 6 

13 .8(2 
12.7-14.1 
12.75-12.8 


11.6-12.25 
11.5-12 
11.6 


10 .25-10 .625(8) 
10 .25-10 .625 


10 .25-10 .625 
(2)10 .75-11.8 
11.25-11.5 
(2)Li-11.125 
8. : 


mie. ‘Lis. 6 
5 .4-16.1 


18 .45-14.3 


iz 15-12. 8 


11.6-12.25 
11.5-12 


10 .25-10 .625(8) 
1025-10 .625 
10 .25-10 .625 
(2)10.75-11.8 
11.25-11.5 
(2)11-11 .125 


16.8 
15.4 
(2)16 .4-16 .6 
15 .4-16.1 
13 .45-14.8 
12-14.2 
(818. oid, 6 
18 .8(2) 
12.7-14.1 
12.75-12.8 


11.5-12.25 
11.5-12 
11.5 


10 .25-10 .625(8) 
10 .25-10 .625 


10 .25-10 .625 
aye. a 8 
1.25-11.5 
@yi-il. 126 
16.3 
16.4 
(2)16 .4-16 .6 
15 .4-16.1 
18 .45-14.8 
12-14.2 


12.75-12.8 


Motor Gasoline: 
Western Penna., Bradford-Werren: 
Prem. 15.15-16.65 


14,.75-15 .25 
18.75-14.15 


15.6 15.6 
18.75 18.75 


15 .15-16 .65 
14.15(2) 14,15(2) 


14,75-15 .25 
18 .75-14.15 


15 15-16 65 15 .15-16 .65 15 . 15-16 .65 
14,15(2) 14,15(2) 14.15(2) 


14.75-15 .25 14.75-15 .26 
18.75-14,15 18 .75-14.15 


14.75-15.25 
18 .75-14.16 


15.5 15.5 15.5 
18.75 18.75 13.75 





Mid-Continent 
Residual Price Drops 5¢ in Oklahoma 


Prices for No. 6 fuel ranges 5¢ bbl. lower in Oklahoma 
the past week when one refiner reported lowering his quota- 
tion to $1.15. There was little change in status of other 
products in the Mid-Continent, with trading generally re- 
ported light for gasoline, distillates, lubricating oils and 
residual fuel. 

In addition to one refiner lowering his No.6 price in 
Oklahoma, tank car marketer reported that high sulfur 
No. 6 was available to him at $0.95, Group 3 basis, for 
resale. This marketer said he could take order for “about 
30,000 bbls. of high sulfur fuel at $1.00, Group 3.” There 
were other reports to indicate that No. 6 market was still 
shaky, despite recent reports that “distress” oil had been 
“bought up.” 

Burning oil buying also was slowing down, although 
recent flurry of activity brought on by late cold wave did 
much to get most refiners in “comfortable shape” on stor- 
age. Supplies remained tight in some cases at pipe line 
terminals, but material could be brought in tank car lots 
at substantial “discounts” at the refinery level. No. 2, for 
instance, reportedly was offered at 7.25¢, Group 3, to 
resellers, 1¢ under price Oklahoma refiners were quoting 
to general trade. 

Gasoline was improving slightly at pipe line terminals, 
and gradual improvement in demand was noted in tank 
car market by most sources. However, spot buyers were 
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hesitant about buying except when they really need the 
material because of what some termed “unsettled market 
conditions.” These sources said buyers were afraid they 
might miss a better bargain on down the road. 

Lubricating oil market remained very quiet, with recent 
price cuts that one refiner made effective April 1 apparently 
having little effect in stirring up buyer interest. 


Central Michigan 


Light, Heavy Fuels in Balance 


Central Michigan refiners generally find they are finish- 
ing the heating season with light and heavy fuels in good 
balance. In some instances, supplies currently may be a 
bit on the short side because of earlier reductions in crude 
runs. Gasoline stocks are high, but oncoming spring de- 
mand is expected to cut down inventories substantially 
before the end of April. 

No changes were reported in refiners’ prices for any 
product; however, some said heavy fuel prices still were 
being “shaded” in a few instances to consumer accounts 
in amounts up to 0.25¢. 

Some refiners said milder weather had brought some 
increase in heavy fuel inventories because needs of their 
space heating accounts had diminished. One refiner said 
several lake shipments scheduled for this month would 
exhaust his heavy fuel supply. Another indicated he had 
increased his production of asphalt and was getting ready 
for a record road oil season. 
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Western Penna. 


Trading Generally Continues Light 


Open market trading in most products continued quiet in 
Western Penna. the past week. No. 2 fuel was quoted lower 
in the Oil City district while prices generally were un- 
changed for other products. 

Milder weather slowed down heating oil shipments con- 
siderably, according to most refiners. In Oil City district, 
one refiner reduced his quotation for No. 2 oil 0.1¢ to 
10.5¢, and refiners in other districts said they were con- 
sidering lowering their prices. 

While quotations for bright stock and cylinder oils were 
unchanged, reports persisted of “price shading.” But, as 
one source put it, there was no open market trading to 
“actually test” prices. 

Shipments of gasoline against contracts were in good 
volume for second week of April, several refiners said, and 
prolonged work stoppage at Kendall Refining Co. plant 
reportedly has caused heavier-than-usual withdrawls from 
gasoline stocks of other refiners. 

Wax continued the firmest item, and one refiner said his 
production was sold up through May. Small-lot sale of 
crude scale was reported at 5.1¢ lb. Petrolatum demand 
also was good with prices firm. 


More Wafra Crude Slated For U. S. 


Two more cargoes of Wafra crude oil are scheduled to 
move to U.S., giving rise to trade speculation in New York 
that other U.S. buyers have been lined up for this oil in 
addition to Eastern States Petroleum Co. at Houston. 

T2 tanker and a supertanker have been chartered to 
load crude in Kuwait Neutral Zone in April and May for 
movement to U.S. at rates equivalent to USMC minus 
55%. If discharge is East Coast, rate reportedly is $5.87 
per ton; if Gulf coast, $6.71. 

Fact that shipments will probably arrive in U.S. in May 
and June has given rise to speculation. Eastern States took 
deliveries of Wafra oil in February and March but, in 
recent report to Texas Railroad Commission, company 
indicated its next deliveries of Middle East 24 gravity oil 
(apparently Wafra) would be at rate of 1,500 b/d in July. 

Recent trade reports have said that other Texas inde- 
pendent refiners are “interested” in buying Wafra crude. 


LP-Gas Discounts Start Early 


Summer-fill discounts on liquefied petroleum gases are 
startmg a month early this season, according to reports in 
Mid-Continent. Some producers now are allowing 0.5¢ gal. 
summer-fill discount, which was effective April 1. Last 
year, fill allowances started generally on May 1. 

Prices for propane and butane are “soft” and product 
was in free supply the past week, most reports said. Com- 
pared with prevalent contract price of 3¢, Group 3, for 
propane, spot tank cars could be found down to 2.25¢, 
according to reports. Butane prices reportedly were “weaker 
than propane.” 





Crude Oil Prices 


No changes reported in crude oil prices in week 
ended April 10. For complete crude price sched- 
ules, see March 31 NPN, P. 50-51. 
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NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
April 12 . 16.06 12.38 
Month Ago hid we . 16.14 12.38 
Year Ago 15.34 11.78 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities, 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N.Y. Har- 
bor; Philadelphia, Jacksonville; Boston and Gulf Coast. 











Price Spreads Hit 4-Year Lows 


Spreads between crude oil and principal products price 
averages were lowest in March in nearly four years, ac- 
cording to report of Independent Petroleum Assn. of 
America. 

For nine refinery markets and eight crude petroleum 
areas, including California, IPAA report shows crude- 
products spread narrowed 6¢ bbl., from $1.02 in February 
to $0.96 bbl. in March, lowest since June 1950 when spread 
was $0.94, Product showing largest decline was heavy fuel, 
0.2¢ gal. 

Four-Products average was $3.78 bbl., down 6¢, with 
crude unchanged at $2.82. 

Excluding California, crude-products spread narrowed 
7¢ bbl., from $0.86 in February to $0.79 bbl. in March, 
matching IPAA figure for May 1950. All product averages 
declined with heavy fuel off 0.25¢ gal. and gasoline, 0.19¢. 
Crude average was unchanged at $2.88. 

IPAA’S average for March and February 1954, and 
March 1953, compare as follows: 


TABLE I—CALIFORNIA INCLUDED 


Refined products in 9 refinery March February March 

markets: 1954 1954 1953 
Motor gasoline (¢ gal.) 11.80 11.95 11.65 
Kerosine (¢ gal.) 10.56 10.58 10.18 
Light fuel (¢ gal.) 9.16 9.20 8.69 
Heavy fuel (¢ gal.) 4.02 4.22 3.38 


Average above 4 products: 

Cents per gal. 9.01 9.15 8.65 
Dollars per bbl. 3.78 3.84 3.63 
Crude pet. in 8 areas ($ bbl.) 2.82 2.82 2.63 


TABLE II—CALIFORNIA EXCLUDED 


Refined products in 8 refinery March February March 
markets: 1954 1954 1953 
Motor gasoline (¢ gal.) 11.47 11.66 11.29 
Kerosine (¢ gal.) 9.74 9.77 9.27 
Light fuel (¢ gal.) 8.83 8.88 8.24 
Heavy fuel (¢ gal.) 3.95 4.20 3.14 
Average above 4 products: 
Cents per gal. .. 8.73 8.91 8.29 
Dollars per bbl. 3.67 3.74 3.48 
Crude pet. in 7 areas ($ bbl.) 2.88 2.88 2.63 


Prices shown above are weighted averages based on 
low quotations as published in National Petroleum News, 
and prepared by IPAA to reflect trend in oil prices and 
should not be interpreted as showing actual sales realiza- 
tion for producers or refiners. 

See March 17 NPN, P. 59, OILGRAM for weights 
alloted by IPAA to the various refinery districts, products 
and crude. 


75 





PRICES 


in effect April 12 at Refineries and Terminals 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 
ht 12. 2s 
on 


11.75-18 
10.75-11 .875 


sess a 
PRP g 


ruck transport lots) 


BrSS3 


11.5-12 
(2)11-11, 125 


9 8 
dab RERR3 9 


93 
90 
84 
82 


10.25-11.25 


WESTERN PENNA. 
Bradford-Warren: 


15. 15-16 .65 
14.15(2) 


14.75-15 .25 
18 .75-14.15 


Ohio—Quotations of 8.0. Ohio for delivery to 


Ohio points: 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries ) 


(8)14.5-14.75(8) 
Ons. + er -T5(2) 


Prices herewith are Ba from Platt’s OILGRAM Daily Oil 
Price Service, associa with National Petroleum News, whose r 
offices d their time exclusi 


tables are sales prices or quotations or eral offers 
prices : i refiners, by pipeline terminal opera sole, and by 


tesentatives in all NPN-OILGRAM 


to reporting oil industry prices everywhere 
—— shown in vd 


Sys: -1-18.1 
)18.1-15 .6(2) 


17.85-18.6 
15 .85-16.1 


17.85-18 .6 
15 .85-16.1 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 


MIDWESTERN (Group 3 basis) 
41-43 WLW... ee cece eens )9 125-9 .875 


42-4 
58 & Yoo D.I. Diesel . 
No. 6 fuel 


W. TEX. (Texas & New Mex. shpt.) 
GEE Direc ccc cccwpeccess 9 .25-10.75 


No. 6 fuel 


E. TEX. (Truck transport lots) 

oo se ee a rs 9.5-9.75(2) 

42-44 m J 

58 & above DI. Diesel . 8.75-9.75 
o. 6 fuel s 


42-44 
58 & above D.I. Diesel. 


No. 6 fuel 


ype (For Kansas destinations only 
OO SSS (8)9 .875-10.5 
52 & below D.I. Diesel . 

58 & above D.I. Diesel. . 


taster terminal operators; for current sales and shipments; for the busi- ratings, e 


day or period stated; except Tank 


; wax and + A in — 
crude oil its 
ported as received by ream: od ational 


guaranteed; for subscribers’ private use only a not for resale or 
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h tank car, truck t — ba: ay tyin Wo 

such as tan » truci rge; “prices a ing to 

or cargoes or truck transport lots only, so designated POR Service in 
or a in cents per gal., Le 


ver bbl. sheme'6 cle 0 


whily trele produced’ and 


=. fees and | For comp! 
transported; re- publishing 
am News but not ce 


distribution or publication. Dusiog 
and at times all — withhol 
posting of firm 
would quote to 
regular customers only, 
Gasoline ratings are 


ge 


ASTM_ Motor 


Soeee ue oe. 


ARK. (For shipment to Ark.’& La.) 
9.6 


sRengs 


10.5-10.85 


x10_5-11.05 


10.5-11 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 
12.55-12. om 


7. 25-8 25(2 
(2)7-7 .5(4) 


ye rea of 8.0, Ohio for delivery te 


CALIFORNIA 
San Joaquin Valley Dist.: 


18.7-14.8 


14 8-14.8 
$2 05-2.15 
$5(2) 
12 2-18.38 
18.7-14.8 


GP ick ck to nnoccecces (2/18 .8-14.8 
Heavy tuei (PS 400)....... 2.10 
Light fuel (PS 300).. 


Natural Gasoline 


(Group 3 & Ren ye wi prices are to blenders 
on freight basis shown below. Shipments may 
originate in any Mid-Continent manufacturing 
district.) 


FOB GROUP 3 
4—4.5x (Quotations) 


3.5-4x (Quotations) 


period of short supply, some bw ~ 
uotations to new customers 
OrL LGRAM the prices they 2 = 
in general and which they confine their 
ye such prices a 

TM Research 


‘od 
where letter M is used to indicate that octane ra 
by Method. For further details of price conditions apely 
to any Ber. office or see back of any OJLGRAM 


oficer New service delivered r from mencent OILGRAM 


York, Chicago Houston, dress Platt’s 
330 W. 42nd St. New York 36, N. Y. Annual 
.: $150 per year, in advance. 
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Naphthas & Solvents 


(FOB Group 38) 
Stoddard solvent.......... 18.8758) 


Lacquer diluent 


125-13 .375 
Benzo! diluent 


. 125-14 .625 


WESTERN PENNA. 
Oil City: 
Stoddard solvent 


Pittsburgh: 
Stoddard solvent 


OH1O— Quotations of 8.0, Ohio for delivery Ohio 
points: 

V.M.&P. naphtha. . 

Minera! spirits & stoddard 


Rubber solvent 


E, TEXAS (Truck Trnspt. lots) 
Stoddard solvent 


Bright Stock— Conventional 


Bright Stock—Solvent 
a LT vis. 0-10 p.p., 
95 v ‘ 20-22 


Neutral Oils—Solvent (95 v.i. 


170-180 vis... 


: (3 )16-16.5(3) 
200-210 vis... 


3)16.25-16.75(3) 
(3)16.75-17.25 (2) 
Cylinder Stocks 

600 s.r., olive green 15.5 

GULF COAST—Solvent Refined Lubes. 

From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 


Bright Stock—Vis. at 210° 


Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 


500 vis... 


SOUTH TEXAS LUBES 
(Vis. at 100° F. FOB S. Tex., refineries for do- 


mestic 


PALE 


and/or export shipment.) 


OILS: 


Color 
14-2... 
2-3...... 


(2)14.5-15(8) 
(2)15-15 .75(3) 

. (2)16.5-16 .25(8) 
(4)17-17.5 


12.25(6) 
13.7516) 


2-3 ay gas 14.25(6) 


150-160 vis., 0-10 pour test, 

965 v.i 18.75-21.25 
CENT. W. TEX. 
Stoddard solvent 


(Truck Trnspt. lots) 


KANSAS (For Kans., Dest'n. only) 
Stoddard solvent 


ATLANTIC COAST 


V.M.&P. 

Naphtha 
18(4) 
17.5 


Mineral 


New York Harbor. 
Philadelphia...... 
Baltimore 


oe ee ee rer 


now ine tn consulta. | 
“JUST FILL ‘TIL THE WHISTLE STOPS” 


Model LA for new 
tank installations 


_See your regular Supply House. 
‘y SCULLY SIGNAL COMPANY joo, tae 


Canadian Licensee: EMPIRE BRASS MFG. CO, LTD., Toronto, Ontario 


Model LC for old 
customer tanks 





Petrolatums 


WESTERN PENNA. 
(Bbis., carloads; tank car, 1 to 1.5c less) 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York 


WHY... 


PENDENT JOBBERS AND 
THEIR CONFIDENCE IN UNITED? Be 
UNITED ale) [el lm ole l20 Me)aW le) 4) a/a ume lale 
Marketer protection dal Malle Lave ame leelinae 
Oley ait ig maar lei ie allem mel aluleeiaiave m@ir 

prompt service 
advice 


Boston 
Lubricating Oils 


WESTERN PENNA. 














Prices are for sales made, or offers reliably re- 
ported, to jobbers & p ders only. 


Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 





HAVE SO MANY INDE 
MARKETERS PLACEC 
caus 
sales 


technical ass 
a] ue lave @)pelaaendlela 


F)ce lala ame ale 
elavemem alelae 
ground of over 50 years experience in meeting 


SEDOONTINENE LUSES the Jobber’s and Marketer's pr 


FOB Tulsa basis, for domestic shipment only 
ae Stocks, vis. at 210° Neutrals, vis. at 100°, 
10 p. p. 


Neutral Oils—Conventional 


blems 


\A As 
W rite "a Ala: 


a 
11.75 f 
12 

12.75 

13 

13.25 is 


Phone deli ahielai relilels 


13.5 
13.75 
14 


UNITED REFINING COMPANY, WARREN, PA. 
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PRICES in effect Aprill2 at Refineries and Terminals—Cont. 


LPG Prices 


(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


WESTERN PENNA. (T.C., in Bulk) 


White Crude Scale: 
122-124 A.m.p............ 
124-126 A.m.p............ 


5-65.25 
5-5 .25 


SEABOARD 


Melting points are AMP. 8° higher than 
EMP. Prices are for carload lots. Domestic 


Crude Scale: 
124-126 white. ... 


N.Y. Domestic N. Y. Export 
(2)6.6 (2)6 .6-6.6(2) 


Fully Refined: 
-45 


-45(2) 
.45(2) 
55 


) 


Chicago District Prices 


Prices to jobbers & distributors 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 


18 125-14 .85 
12.125-18 .85 


10 875-11 .25 
x9 875-10 .35 


Mexican Bunker Prices 


U. 8. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 
$1.95 $3.75 
1.95 cece 
1.95 8.75 
Pacific Coast 
$2.60 $5.65 
4.75 
4.75 


Pacific Coast 
(In Ships’ 
Bunkers, or 
Deep Tank Lots) 
San Pedro, Calif... 


Portland, Ore... .. 
Seattle, Wash... .. 


Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


$1.80(5) 
1.85 (4) 
2.10(4) 
2.10(4) 
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Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker 


FOB their terminals. Ships’ bunkers prices are exclusive of ligh 


92 Oct. 
Prem. 
Gasoline 
16.3 


15.4 
16.7-17.1(8) 
15.4-16.1 


District 


86 Oct. 
Gascline 

18.45-14.8 

12-14.2 


14.6(6) 
12.7-14.1 
12.75-12.8 


83 Oct. 


hie, Remitan 
Gasoline No. 1 Fuel (*) 


10.5(20) 
(2)10.2-10 .4(18) 
x10.8(10) 
10.7(10) 
10 6(6) 


terminals and of tanker terminal operators 
terage. 


1 2 “9 (*) 


5(19 
ap. int aan) 
*. 7a) 





16 .3-17(2) 
18 .6-15 .25(2) 
13 .5(2) 


18 .5-14.5(6) 
12.6-13 .25 
11.5-12.5 


9.6(16) 
10.2(5) 





13 .25-14.25 
. (2)18.25-18.5 
14.4-15.4 


14.9 
(2)14.6-15.4 


(2)12.25-12.3 
(2)12-12.3 
13.4(7) 
13 


4 
18.1(8) 


10. ary S 25 
9.625-9.7. 
Sy -) 


it. 14) 


9.125-9. 7 
)8.625-8 .7: 
10.65(8) 





. (2)16.8 
14.4 


14.3 
13.8-15.6 
14.7 


14.3(8) 
12.4 


12.3 
12.6-18.2 


11.6 


10.5(2) 
(3)10.3-10.4 

10.3 

11. oe) 

11.1(2) 





. (2)16.4-16.6 


lades.. (2)14.9-15.7 
16.8-17.1(8) 
16 .7-17(3) 


10.7110) 
10.6(9 


. Ta 
9.6(6) 
 § 65(3) 

7(9) 
3.6195 





(2)14.6-15.7 
14.2-15.6 


18 4-15 .35(2) 


Gas House 
Gas Oils 


(*) No. 4 Fuel 
9.6 (10)$3.16-8.72 
my (1098.1 


N. Y. Harbor... 
do Bvee 


8-8 .62 


(2)13. 1-13 .4(4) 
12.9-13 .8(5) 


12.4-18 .85 


t 


Diesel Oil (*) 


x10.2(5) 
10.1(5) 


11.7(8) 
11(7) 


Light Diese 
ts Shi 


$4.08 (4) 


Shore Plan ’ Bunkers Diese 
(50 cct., 55 d.i.) (45 ect., 45 d.i.) Ships’ 7 Daninese 


10.65(7) 
10 .55(5) 


10.2(7) 


Heavy 
$8.75(4) 





; gerone| tore. nokd 
: SSR/Sa: Sa 


—~ 
o 
~ 





~ 
+ @o 
: &: 


10.65(6) 
10.65 (2) 


4. atti 
4.473(3 
4.116 





ew Haven.... 
or - Orleans... 


10.45(4) 
10.2 





10.1(8) 


10.65 (4) 
10.1(4) 
10(4) 





No. 6 Fuel 
No Sulfur 
Guarantee 


, B. conga . (5)$2. 260 -28(8) 


No. 6 Fuel 
No Sulfur 
Guarantee 


$2.25(15) 
2.25(4) 


10.65 (5) 
10.55(6) 


10.3(2) 


No. 6 Fuel 
ax.1,% 
Su 


lfur 


(2)$2 85-2. 43 


4.473(5) 
4.431(5) 


4.30(3) 


No. 6 Fuel 
Max. 1, % 
Sulfur 


(2)$2.35-2.40 


Bunker C 
Fuel 


Shi 
Bun 


$2.25 (10) 





Bs 
- 
a 
=! 


(3) 





a. 
Ban 
ey 





Bexisossiee 


= 
Co) 
~~ 


S 
i~) 
— 
= 





BO] 09 PO HO Hd] PINS nd) HONS Ed +] ROO 
S3/RBER8 
SE Se: 


2 28-2.308) 


2.44-2.54 


2.41 


2.25-2.27(3) 





(4) 
2. :18(4) 


*) At Atlantic Coast refineries and terminals south of ¢ Maryland, aa at Tampa, prices of some 


sellers to bulk commercial consumers are 0.15¢ higher than prices shown above. 
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Gulf Cousi—Cargoes, Domestic & Exvort, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbls., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) 

Grade 115/145.... 19.75(2) 
Grade 100/130............ 18 .25(2) 
Grade 91/96 17 .25(2) 


Jet Fuel (MIL-F-5624a) 
Grade JP-4 


Motor Gasoline 
95 Oct. Premium 
12-12 .5-12.75-13(2)-13 .25(3)-13.75 
93 Oct. Premium 11.5-12-12.5(2)-12.75-12 
11-11. 5-12 .25-12.375 
1025-10. 5-11-11. 75(3)-12 
" .10-10.25-10.75-11.25 
. .9.75-10-10 .375-10.75 
9.75-10-10.5 


Kerosine & Light Fuels 


41-43 w.w. Kerosine.. .9.25-9.5(2)-9 .625(3)-. 755 
8 .25(2)-8 .5(2)-8 .625(2)-9 . 75( 


Diesel & Gas Oils 
43-47 Diesel Index. 
48-52 Diesel Index 
53-57 Diesel Index 


.8.5(4)-8.75(2 
8 .625(4)-8 .875(2) 
.8.75(4)-9(2) 


Heavy Fuel——Cargoes 
No. 5 Fuel, 0-10 p.t..... 
Bunker “C” Fuel.... 


. .$2.60(2)-2.70 
. .$1.85(7)-$1 .90-$2.00 


haat Giietinn Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specifications 
MIL-F-5572, unless otherwise noted.) 


District 

New York, N. Y. 

Boston, Mass... . 

Baltimore, Md. 

Norfolk, Va... 

Charleston, 8. C.. 

New Orleans, La. (Baton Rouge 
Houston, Texas 

Toledo, Ohio. . 


Grade 100/130 Grade 91/96 


18 .1(2) 
18.2 


Lake Port Terminals 


Buffalo 
92 Oct. Premium 17.4 
86 Oct. Regular 15.2 sone 
Kerosine... x12 .2(5) 11.85 

x11.4(3) 11. 75-12 .05 
(2)11. 75-11 .9(2) 
(2)10. 75-10 .9(2) 
: 8.1(4) 
8.85(2) 8a 7.35(4) 


Cleveland Detroit 


x10.9(5 
(a) “Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2e per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made in fields, 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less 1c per bbl. 
Crude Gravity API Price (Bbl.) FOB Effective Date 


Bachaquero. . $1 Las Piedras or Amuay 
Tia Juana Heavy Amuay 


Lagunillas Heavy Las Piedras or Amuay 
Tia Juana Medium Amuay 

Tia Juana 102 L.P. Amuay 

Tia Juana Light Amuay 

Mara : Las Piedras or Amuay 
Cumarebo 

San Joaquin 
Officina 
Mulata.. 
Jusepin 
Quiriquire. . 
Temblador 
Pedernales. . . 


| 
i 
n 
4 


! 
i 


i 
9 OF Or OF OF Ot OF 


1 


FH AAAAMAMAMAM 
-BEBEREE 


Caripito 
Capure (Pedernales) 


Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 

‘ Persian Gulf 
Crude Gravity 
Arabian 
Arabian 


Company 

Esso Export 

M. E. Crude Sales 
Arabian Soc.-Vac. Overseas Supply 
Basrah Esso Export 

Iraq Anglo-Iranian 

Iraq Shell Petroleum 

Iraq yee -Vac. Overseas Supply 
Kuwait nglo-Iranian 

Kuwait Gu f Exploration 

Qatar Anglo-Iranian 

Qatar Esso Export 

Qatar Shell Petroleum 

Qatar Soc.-Vac. Overseas Supply 


Leading Port Effective Date 
$i Ras Tanura, Saudi Arabia 7-27-53 
1 Ras Tanura, Saudi Arabia 7 

1 Ras Tanura, Saudi Arabia 

1 Fao, Iraq 

1 Fao, Iraq 

1 Fao, ine 

1 Fao, Ira 

1 Mina-al-Ahmadi, Kuwait 

1 Mina-al-Ahmadi, Kuwait 

2 Umm Said, Qatar 

2 Umm Said, Qatar 

2. Umm Said, Oatar 
te 

2.3 

2.3 

2. 

2. 

2. 

= 

2.3 


Umm Said, Qatar 
eTranean 


Sidon, Lebanon 
Sidon, Lebanon 
Sidon, Lebanon 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 


edi 
Arabian Esso Export 

Arabian M. E. Crude Sales 
Arabian Soc.-Vac. Overseas Supply 
Iraq Anglo-Iranian 

Iraq Esso Export 

Iraq Shell Petroleum 

Iraq Soc.-Vac. Overseas Supply 


Cowwoecos FZ wvwvwvovowowvowvo 


Far East Crude Prices 


Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated. 
Crude Company Gravity API Price FOB Effective Date 
Seria Light Sarawak Oilfields Ltd. 37-88 $2.60 Lutong, Sarawak 4— 1-64 
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_ Refinery, 
Texas City, Texas 











EXCLUSIVE CUSTOM PACKAGERS 
LUBE OlL — ANTI-FREEZE — CHEMICALS 
COMPOUNDING BLENDING 


PENN-CENTRAL OIL COMPANY 
20TH & KANSAS AVENUE 
KANSAS CITY 5, KANSAS 





DEEP ROCK OlL CORPORATION 


NE 2.4351 





PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
FIFTH AVENUE NEW YORK 





LUBE 


PATENT CHEMICALS 
GASOLINE evoeats 


Poterson 4. New Jersey 














This Is Your 
Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 











PRICES in effect April 12—Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include. Inspection fees included in both ne and kerosine 
inspection fees as shown in next column. Gasoline taxes, shown in separate mm ~—. o— Led i a _ oy? Ee. ee seclel 
column, include 2¢ federal, and state taxes; also city and county taxes Ala. 1/40c on gasoline; Ar A /aee izes 1/8c; Il 3/100c; Ind. 2/25¢; 
as indicated in footnotes. Kerosine tank wagon prices also do not include ya 1/t0de; : te 1/32c; i. Mo. 1/28e5 Neb. 2/100c; a 
tares; kerosine taxes where levied are indicated m Jona Discounts, 1/20 C. 1/4c; N. D. Obie. 2/280; S. C. 1/8¢; S. D. 1/40 
if any, are shown in footnotes. These prices in effect April 12, 1954, tou dies and ‘Wise, 3 S/106 
as posted by principal marketing companies at their headquarters’ offices, Kerosine inspection fees ealy! Ala. 1/2c; Towa 1/50c; Mich. 1/Se 
but subject to later correction. 


Atlantic Atinntio Standard of , CHEVRON 
Gasoline Kero. ¥. 
Refining (Resular Grade) California  swaabag 7 _— 
Fuel F 400 Gals. 


Taxes 


oop! 
a 
ond 

: 


Allentown, 
Pa... on 


oven 


Harrisburg. . 
Philadelphia. 
Pittsburgh. . 
a = 
Wilkes Barre 
Williamsport 
ao, 


Del. 
Hartford, 


eee 
AWRAWAAWWINR 





DWOMRRDAAA WWMM 
te none 
 fabarotstat al 
0 or 3 G9 CO 
> # 00 ~3 00 00 00 00 G0 ~3~300 00 
comoounnouscoos 


- Sone bie 
roe 
ee) 
or 


(a)—Correct for March 5th also. 
Standard Standard 
Diesel Standard Stove 
Kerosene Fuel Furnace Oil 
T A Oi T. pA A 
(ex all taxes) 
12. 14. : 
12.2 13.7 
13.5 15.0 
16.1 17.6 


Mass 
Springfield. . 

rov., R. 
Camden,N J. 
Newark.... 
Albany,N. ¥. 


: Nae wCoDNeawon: -: 


a 


wWowHiomoe: : - 
. . bad 
en bo 00-369 Co oT 


Baltimore, 
_ Seer 
Richmond, 
Vv 


_- 

* & 

a 
MOO OCOOCOOCOSCOCOC COCO OOOO AAAADSOOOCABSDB 


a 
poo ASO WAS AEMACOWHRNOUAAEOHROON AHH DD 
moooooooooo Sooo ooo ooo ooo eooooooSS 


oa 
to AD wASOwWARARNCOHRNONIIHOHROONWADMeDI 
— 


COIR ONAP Ree: - 


Ditsivs vs « 
Charlotte, 


ma D MH AAOISMBOBDOHI SH S WHOM Ower DDD 


Naphthas T.W. & Steel Bbls. 
Min. Spirits V.M.&P. 

19.5 

24 “0 25.5 


EP. 00 rover... 16.7 
moto ener 


Jacksonville, 
Fla 
Miami. . 


15 
8. 


nineng Spirita ¥. 


M. 
Tv. 
Philadelphia, Pa é 20. 
Pittsburgh a 23. 


uo 
cs oh & andanraanreanea ao & 2 > © oo m 00 co c9 cok 
cn > bh H BER AArRaweA 20 & LVRCwHRDHOwO 
Co © OW © AMAMQAMQanaeaar 22 A A AAAAAAAA 
ceo 2 o & SeeeoeooSeooS OS & o SeoSSoSo° 


/furnace oil 

le ct See liquid fuels tax. Au TT. 8,600 gals. & over... 17.2 

H Ww. are ex waiian gross income tax 1 sa 

marr Fach OWE gg ‘Fase, 4.5% to Sonsumers Oe eT RET No.4 Neu 
Philadelphia, Pa. .22 36 1 See or 
®$3.684 $2.836 
3.73 2.85 
4.05 2.89 


N 
Atlantic City, N. J. 
Newark ‘ 


Notes: 


Notes: Baltimore, Md.. 

Premium-grade gasoline t.w. prices 2.5c above ( sane’ and Chiaen Svistion. so/et aad t Ww ashington, D. c.. 
i except Georgia and Florida 2c. 400-gals.-and-over price 1.0¢ y Ky yt 

erosine—Thru Pa. & Del., add a per gal. 0.5¢ for 200-399 gals., except fi to Petersburg 

for t.w. deliveries of less than 100 gals. at one Marine trade in Alaska (excluding Chevron 
time. Camden—Add le for deliveries of 100-299 Aviation 80/87) where 6. Be differential soon 
gals., 2c for less than 100 gals. 0-399 gal. deliv nm 40 
a Mineral Spirits prices also apply to Stoddard 

olven 





Cont’! (N. B. Prices are Continental’s 
pak tank-wagon peters, hag ad selling 
shown 


eval may : : 
~ Be. pe~ BY 


wo 
on G0 CON OR IN OWI MII OM 


Taxes: Louisiana kerosine prices do ‘not include 

le state tax. 

Notes: Kerosine No. 1—Atlantic City prices are 
of 300 or more; add le for 


eo 
> 


gasoline t.w. prices 2.56 
above regular. 
Effective detes: "March, 24 xMarch 25. 


OI srriverst price bor O- ene 


St. John’s Nfid... 


CBOOCAOCASSeQonovs-~i r 
G0 GO GO 00 CO OO -~3 OO OOOO 


rere tlt ltt 
aanmoamoococoooooo 
iH Wd9d9 OI S WD WOWMNORe, 


Humble Humble 

Gasatine tax Yy~ — wr ae city tax- oil Gasoline 
es: uquerque well, 0.5c; ita Fe, lc; 
ange lle ae rere 

ants : -. 14. ‘ 

Salt Lake City and Twin Falls gasoli d yaa . 14:8 20:1 6.0 18.3 
kerosine prices apply for deliveries of less than _ Houst 14.7 20.0 6.0 13.8 
200 gals. ; 200-899 gals., deduct 0.5c; 400 gals. San yo AE 15.0 20.8 6.0 18.3 
and over, deduct lc. 


- Notes: 
Notes: T.W. prices are to all classes of dealers and Taxes: Gasoline taxes are provincial taxes. 
T. W. prices are to consumers and dealers. consumers. Notes: Premium-grade gaseline t.w. priees te 
Premium-grade gasoline t.w. prices 2.8¢ Premium-grade gasoline t.w. prices 2c above above regular. 
above regular. regular. *Price is for Premium-grade. 


BESEBESESSERRES 
OOP KNAOH Hr rmnr 
eR 
F cusuesnemesye a 
EH PI II 
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/ucts for Investors 


FROM GULF OIL’S 
1953 ANNUAL REPORT 


—— Consolidated Balance Sheet, December 31 


Assets 





Liabilities 
1953 1952 1953 1952 
Cash & marketable securities $ 377,578,794 $ 329,896,158 
Receivables (Net) 179,786,282 164,378,006 
Inventories 177,281,246 170,055,548 


734,646,322 $ 664,329,712 


Current liabilities 

Long-term debt 

Reserves . 

Deferred income . : 

Capital shares (24,541,943 in 
1953; 23,598,120 in 1952) 


$ 310,002,539 
178,509,631 
24,851,959 
36,019,340 


$ 297,585,663 
181,729,800 
24,201,044 
Total current assets 35,245,198 


Investments and long-term 
613,548,575 


receivables (Net) 


Properties, plant, and 
equipment (Net) . 
Prepaid & deferred charges 


128,940,946 


890,538,173 
11,622,412 


127,717,313 


823,005,470 


_ 12,226,899 


TOTAL ASSETS . . . $1,765,747,853 $1,627,279,394 


Consolidated Income Statement 


Other capital . 


589,953,000 


37,791,668 22,690,500 


Earnings retained in the 


business . 


TOTAL LIABILITIES . 


565,024,141 
$1,765,747,853 


475,874,189 


$1,627,279,394 





NET SALES AND OTHER REVENUES 


EXPENSES: 


Purchased crude oil, petroleum pre and other 


merchandise 


Operating, selling, and administrative “expenses 
Taxes, other than income taxes 
Depletion, acne amortization, and retirements 


Interest 


Estimated income taxes—U. ‘Ss. ‘and foreign 


NET INCOME 


1953 1952 


$1,652,893,769 $1,539,154,673 


$ 665,355,761 
533,336,921 
31,570,513 
138,831,004 
4,972,873 
103,790,561 105 925, 195 


$1,477,857,633 $1, 397,334, 345 
$ 175,036,136 $ 141,820,328 


$ 619,493,767 
506,203,097 
31,686,172 
128,994,786 
5,031,328 





Operating Highlights 


Net crude oil produced—Total barrels 
Daily average barrels . 


Crude oil processed at sefnerice—~Toeal srenais 


Daily average barrels . . . ° 
Refined products sold—Total hens ‘ 


Daily average barrels . 
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1953 
269,168,000 
737,447 
181,294,000 
496,696 
203,576,000 
557,740 


1952 
252,306,000 
689,360 
182,118,000 
497,591 
200,287,000 
$47,231 


Sui. 


Tin nual GUL 
“Repor 193 





A limited number of copies of 
Gulf’s 1953 Annual Report are 
available upon request to P.O. 
Box 1166, Pittsburgh 30, Pa. 





PRICES in effect April 12—Tank Wagon—Cont. 


Secony Vacuum 


M Aircraft » 
Grade Grade Grade Mobilgas — > Grade) Mobilheat 
Gasoline 80 1 100 ~Con Dir. Dir 
axes T.W. Cc. 

New YorkjCity: 
Manh....... 


se 
: oS: 


Se: 


. . tan 
+ oO OererKOrre 


x12.4 x15.7 
ws sites 
11.3 14.6 
Cl lee 
x12.5 x15.8 
IB Bock 

10.6 10.6 .. 

10.85 10.85 

10.6 10.5 

33.08 seve 

10.7 

10.6 


— 





: OM! Mrmr opwom wo: 


‘ . a 8 aa ; 
14.6 . d kere 0 3 i? ea 

Burlington, Vt.. 15.6 7 é x12.0 x12.0 ‘ f ‘ x11.2 . 

esos acon BRS “% ° a... ate xl1.1 «14.0 


Rutland 


AIAIRIAIIIAIDWDAARAARAMAARAAARAABHH 
eoooosoooscooescoosoooesooSooSooSoS 


Tank Wagon Prices Buffalo Rochester 
Mineral Spirits ones 19.5 18.0 20.5 
V. M. & . Naphtha.. bi eaee beeps obesueenecees oe 21.5 : 22.5 


Taxes: N.Y.C. prices are ex 3% city sa’ , Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax 
Discounts: Mobile Kerosine—New Yon ‘City all besunatiees and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 = ‘or more. 
Mobilfuel Diesel—All points, tank wagon less 0.5c for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢c for deliveries of 300 gal. or more. 
ee Ry] T. C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 
x ve Ap 


Oh Sta Sohio X-Tane Gasoline 
io ndard Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents—Cons, T.W. 
Schio Sohio Sohio Con- Re- S.R D.C. V.M.&P. Sohio 
Gasoline Avia. Avia. sumer = sell- Naph- Naph- Varno- Sol- Kerosine No. 1! 
Taxes 80 tha tha lene vent . Sohio- 


BARBER. wccacese ° .0 


8 
o 


Cincinnati : ; 
SP rene 
Columbus. .. 

Dayton... 

Lima 


wWwwmmnnwwweo 
suuseeseeEES P 
WOCLOOOLCOOOL 
 SERERERERSEE 
cocooooooooo 


Youngstown 
Zanesville 


Tame Menger ~ eee can purchase aviation gasoline less 4c per gal. State Road Tax by gupperting ‘purchase with State Tax Exemption Form 
0 to supplier. 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add le per gal., 1-49 gals. add 2c per gal. 
——- 4 Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other Luitvaviess 150-499 gals. add 2c; less than 150 
gals., a 5e. 
Am ee gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 
stations. 


7 
7 
7 
7. 
7. 
7 
7. 
. # 
7 
7. 
7 
A 
7. 


eoccesocoosooes 
NOM NN MMMM oro 
SESEUBEEEEEE 
ecoocoeooososco 
SUSESEESESSES 
cooeeoooososco 
BERABSEEREBBE 
coocoooseoooooco 
Mg ty hg a hg aaa aaa 
Woah 
“ag ng hy ng Sy a a Sg a i a 


i] 
So 
o 
iv] 
tS 


Indiana Standard 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 
Red Crown ———————-Stanolex Furnace Oi]———————_- 
(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 Kentucky 
Cc Dir. line 1-99 gals. 175 349 849 gals. gals. Standard 
a Taxes “ gals. & over gals. gals. gale. & over A over 


Covington, Ky... . 


Py") 
om aK iow Dis ote 
wWewoo~ww ew 

AAIIBARIAIAM=B 
coocoooonee 
Sunonow~awré 


Milwaukee, Wisc..... 14.8 


os 


Montgomery 
Atlanta, Ga. 
Fuel Oils—T. be —< hicago, m. Fire-Chief Gasoline 
St (Regular Grade) Kerosine 
Foe Oil Furnace Oil Dealer Gasoline Dealer 
15.3 T.W. Taxes 


0 
6 





100-149 gals. 
100-149 gals. 
150 gals. & over ‘ ane 
100-399 gals. oswe 14.3 
400 gals. & over obs 13.8 


— 
CSoVvvewmenamwmoovvvvvws 


COP R RADA DROMONeH 
ARAA HONDA OM HD Gor Oro 


y-t-¥-t-t-t-t-t-t-t-t-1 -f-t t 


an 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, Ic 
county; Montgomery, ic city & lc county; 
Pensacola, 1c city. Other taxes not included in 
prices: Georgia, kerosine, 1c; Montgomery, 
kerosine, 1c; Mississippi, kerosine 0.5c. 


Stanolex Stanolex 

Fuel A Fuel C 
1-749 ‘ 8.5 
760 gals. & over. . 7.76 


Taxes: St. Louis, Mo., gasoline tax includes ic 
city tax. Des Moines, Ia., kerosine and furnace Notes: wld t.w. prices apply also to all 
oil prices do not include 4c state tax. State classes of consumers with minimum delivery Notes: 
sales, tion & use taxes to be of 50 gals. Premium-grade gasoline t.w. prices 2c above 
added where applicable. Premium-grade gasoline t.w. prices 2c above regular. 

*“Temporary” price. regular. Cons. t.w. prices same as net dealer prices. 


- 
NoNewoonDMooonDD g 
AAAAARAMAAGD a 
ecoooooceoooo 
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REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (36) 
CHICAGO: 520 N. Michigan Ave. (11) 
SAN FRANCISCO: 68 Post St. (4) 


YWeENT 


Politica Voor’ 

















Man experienced in ing and strapping pe- 
troleum terminal and ship tanks, capable of taking 
charge, being responsible for all petroleum prod- 


ucts received, stored, and despatched. Should have 

engineering degree. Write, giving schooling and 

Je0 an Advancement opportunities excellent; 

salary negotiated ; all communications confidential. 

Quincy l Co., 56 Federal 
ass. 


=== Selling Opportunity Offered ———— 


Ave., Quincy 69, 








Distributors or Salesmen Wanted: Old estab- 
lished manufacturer of complete line of semi- 
trailers and truck tanks has following territories 
open: m New York, eastern Pennsylvania, 
and New England States. RW-2374, National 
Petroleum News. 


- EQUPMENT- ase sup) 


For Sale —— 











For Sale, 3070 gal. Std. Steel, 3 compartment. 
Extra clean, ideal for city delivery, good rubber. 
Miller Oil Co., Box 595, Sioux City, Iowa. 
500—1800 gallons used Truck tanks, complete 
with pump and meter equipment—over 50 avail 
able—write us your wants. Gould Equipment Co., 
Box 1611, Portland Maine 











For Sale: 3500 gallon 3 compartment Freuhaut 
tank trailer. Pricer right. North lowa Oil, Inc.. 


Mason City, Iowa. 

1947 Dodge Truck & tank-capacity 1015 gal- 
lons. 5 compartments, power take < meter, new 
rubber. Priced $950.00. Tri-Stat 


) Oil Co., Pitts 
burgh, Pa. Phone Sterling 1-4410 


For sale, Wayne Centrifugal pump—300 GPM, 


7% HP motor with 600 GPM Brodie meter. 
printer. Good as new. 3 6”x10’ Neuprene Hose 
with flange couplings. New 4 4”x30’ Neuprene 
Hose with couplings. Slightly used. For partic ulars 
and prices, Firestone Oil Company, Mint eapolis, 


Minnesota. 


Wanted — 


Wanted: 5090 galion tandem trailer, bulk plant 
pump, meter and loading arm. Andrews Oil Com 
pany, P. O. Box 675, Roanoke, Virginia 


= Official Proposals —— 


Leasing For Operation of 
Certain Gasoline Station facilities 
Along Parkway System 


NOTICE RELATING TO LEASING 
FOR OPERATION OF CERTAIN 
GASOLINE STATION FACILITIES 
ALONG THRUWAY SYSTEM 


_ Pursuant to the provisions of Article 2 
litle 9, of the Public Authorities Law, per 
sons and corporations interested are invited 
to submit sealed proposals for leasing for 
operation of certain gasoline station facilities 
along the Thruway System. 

Letting No.1 Bids will be received for the 
operation of gasoline stations in the vicinity 
of the following locations before 10:20 A.M. 
April 21, 1954. 1 


No. Location Section 
4 Modena 2 
5 Plattekill 1 
12 Amsterdam 4 
15 East Schuyler 3 
19 Warners 5 
20 Port Byron 6 


Letting No. 2 Bids for the operation of 
gasoline station facilities in the vicinity of 
the following locations will be received before 
10:30 A.M., April 28, 1954. 


No. Location Section 
8 Coxsackie 2 
9 Glenmont 1 

16 Westmoreland 4 

23 Victor 5 

24 Scottsville 6 


Letting No. 3 Bids for the: operation of 





UNDISPLAYED RATE 
$1.50 a line. Minimum 3 lines. Box numbers 
count one additional line. 


POSITION WANTED. Undispla rate is one 
half of above rate, payable yao. 


DISCOUNT OF 10% if full payment is 


made 
in advance 
undisplayed 


four consecutive insertions of 


Send NEW ADVERTISEMENTS to Classi 
NATIONAL PETROLEUM News, 330 W. 42nd St., N. Y. 36, 


CLASSIFIED 





DISPLAYED RATE 
The rate is $14.50 per inch for all 
advertising — on other thon a con- 
tract basis. troct rates quoted on request. 


AN ADVERTISING INCH is measured % inch 
vertically on one column, 3 columns—30 inches 
—to a page. 


Advertising Division, 
N. Y. 


SECTION CLOSES each Wednesday, one week preceding date of issue. 
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gasoline station facilities in the vicinity of 
the following locations will be received before 
10:30 A.M., May 5, 1954. 


No. Location Section 
1 Ardsley 1 
27 Clarence 5 


Proposals in connection with leasing for 
operation of the gasoline station facilities set 
forth hereinabove will be pulicly opened and 
read at the times set forth hereinabove at 
the office of the New York State Thruway 
Authority, 119 Washington Avenue, Albany 
6, New York. Persons and corporations inter- 
ested in leasing such facilities for operation 
may obtain from the office of the New York 
State Thruway Authority, 119 Washington 
Avenue, Albany 6, New York, a copy of the 
following contract documents as well as other 
information which shall include the following: 

1. General statement including pertinent 

information relating to the Thruway, the 

operation of the gasoline stations on the 

Thruway, and the procedure for submit- 

ting a bid for leasing for operation such 

gasoline stations. 

. Invitation for proposals. 

. Form of proposal. 

. Form of contract which the successful 
bidder will be required to sign. 

. Schematic drawing entitled “New York 
State Thruway Service Facilities” show- 
ing the approximate location of the 
service areas along the Thruway in 
which are located the gasoline stations 
on which bids will be received as set 
forth herein. This drawing also shows 
those for which contracts for operation 
have been awarded by the Authority. 

6. Drawings as follows: 

a. Plot plan of service station 
showing intended development. 

b. Site plan showing gasoline distribu- 
tion system 

ec. Main floor 
area. 

d. Basement floor plan of service sta 
tion area. 

e. Plan division of responsibility be 
tween restaurant and gasoline sta- 
tion operator with respect to main- 
tenance. 

All bids must be submitted on the forms 
and in the envelopes provided by the Author- 
ity. Neither the proposal forms nor the en- 
velopes are to be altered in any way. Any bid 
which fails to name the price bid both in 
writing and in figures or is incomplete, ob- 
scure, or irregular may be held to be informal 
and may be rejected. Any bid having an 
erasure or correction on the proposal sheet 
may be considered to be irregular and may be 
rejected. In case of a discrepancy between the 
price written in the bid and that given in 
figures, the price in writing will be considered 
as the bid 


ao con 


area 


plan of service station 


B. D. TALLAMY, Chairman 
New York State Thruway Authority 


" The Port of New York Authority 
1954-1955 Fuel Oil Requirements 


Proposal No. 413 


Sealed proposals for the supplying of ap- 
proximately 2,600,000 gallons of fuel oil by 
tank wagon for the year June 15, 1954 
through June 14, 1955 to all Port Authority 
facilities in either or both New York and 
New Jersey will be received in the office of 
the Dirctor of Purchase of The Port of New 
York Authority, Room 900, 111-8th Ave., New 
York 11, until 11:00 A.M., Wednesday, 
April 28, 1954, at which time and place pro- 
posals will be opened and read. 
Contract documents may be obtained upon 
request at the office of the Director of Pur- 
chase. 
THE PORT OF NEW YORK AUTHORITY 
Howard 8. Cullman, Chairman 
Bids: April 28, 1954 
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FOR SALE 
Sees AA, TAP, THA 
Trailmobile, 1 to 5 r Priced from 
$850.00 to $1750.00. 


TANDEM AXLE TANK TRAILER, 32-4500 te 
7500 gallon units. Freuhouf, Stondards, Fraziers, 
Trailmobile, 1 to 6 compartments, Priced from 
$1750.00 to $5250.00. 


TANDEM AXLE ASPHALT UNITS, 9-3600 to 
5500 galion units. Insulated, steam coils, or 
burners, Priced from $1750.00 to $5500.00. 

WE TRADE, FINANCE, DELIVER. PICTURES & 
DATA ON REQUEST. 


Buy from BRUCE E. HACKETT CO. 
621 West 58 St. Kansos City, Mo. 
Hiland 1385 
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ABOUT OIL PEOPLE 


PRESIDENT of The Texas Co., Augus- 
tus C. Long, addresses the New York 
City press conference held March 31, to 
introduce Texaco’s new Sky Chief gaso- 
line supercharged with Petrox 


C. Z. Hardwick J. G. Jordan 


M. H. Utley R. L. Milligan 

For the first time, four oil market- 
ing men have been appointed to mem- 
bership on the American Petroleum 
Industries Committee which has now 
been expanded to include the market- 
ing branch of the industry. 

The new members are: 

C. Z. Hardwick, executive vice 
president and director of The Ohio 
Oil Co., Findlay, Ohio 

J. G. Jordan, vice president of mar- 
keting, Shell Oil Co., New York, N.Y. 

M. H. Utley, director and sales 
manager of Standard Oil Co. (Ky.), 
Louisville 

R. L. Milligan, executive vice presi- 
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Bartlett 


Kuhn Stewart 


TEXACO MARKETING AND RESEARCH MEN at the New York press conference 
held to introduce the company’s new supercharged gasoline: S. C. Bartlett, general sales 
manager; Dr. Wayne E. Kuhn, manager, Technical and Research Division, Refining 
Department; D. W. Stewart, manager, Advertising Division 


dent and director of the Pure Oil Co., 
Chicago. 

Mr. Hardwick began his career with 
the Ohio Oil Co. in 1921 and advanced 
through various positions until his 
election as a vice president in 1945. 
He became a member of the Board of 
Directors in 1948 and was recently 
elected to his present position. He is 
also a member of the Board of Di- 
rectors of the American Petroleum 
Institute. 

Mr. Jordan joined Shell Oil in 1925. 
After advancing to sales manager for 
the West Coast in 1945, he was ap- 
pointed vice president in charge of 
Pacific Coast marketing in 1947. He 
assumed his present position in 1949 
as vice president in charge of Shell’s 
marketing activities from coast to 
coast. 

Mr. Utley joined Standard Oil Co. 
(Ky.) in Jackson, Miss., in 1920. He 
served the company there for many 
years advancing through several posi- 
tions until he attained his present job 
in 1948. He also served as chairman 
of the Mississippi Petroleum Industries 
Committee from 1941 to 1943. When 
he left Jackson for the company’s 
executive office in Louisville in 1948, 
the Mississippi P.I.C. made him an 
honorary life member. 

Mr. Milligan is a Marine Corps 
veteran of World War I and began 
his business career with the Fairbanks 
Co. He started with Pure Oil in 
1929 when he became a member of 
the company’s treasury department in 
Chicago. ‘He advanced to treasurer of 
the company in 1947, became a vice 
president in 1949 and was elected to 


his present post in January 1951. He 
was named a director of Pure Oil in 
1952. Mr. Milligan is also a director 
of the API. 


F. L. Martin is the only new officer 
elected by the Western Petroleum Re- 
finers Assn. at the association’s San 
Antonio meeting, March 29-31. He 
was elected a vice president. All other 
officers were re-elected from last year. 

The slate of association officers for 
1954 includes: 

President: 

Roland V. Rodman, Anderson- 
Prichard Oil Corp., Oklahoma City 

Vice Presidents: 

Reid Brazell, Leonard Refineries, 
Inc., Alma, Mich. 

H. J. Kennedy, Continental Oil Co., 
Houston 

F. L. Martin, Suntide Refining 
Corp., Corpus Christi 

J. W. Vaiden, Skelly Oil Co., Tulsa 

° 

William L. Mc- 
Kee, executive 
secretary of the 
Vermont  Petro- 
leum _ Industries 
Committee since 
1950, has been 
appointed  chair- 
man of the Ver- 
mont State Ad- 
visory Committee 
on Highway Safe- 
ty by Governor 
Lee E. Emerson. 

Mr. McKee, an active safety worker, 
attended the recent White House safe- 


W. L. McKee 
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UNDER-INFLATIEIN anes 
OVER-INFLATIAQSN 
can rob gallonage-profits 


Islander Model 244 
AWT, with Tireflator, 
holds 25 foot air 
hose and 20 foot 
water hose fully re- 
tracted out of the 


THIEVES DRIVE 
GALLONAGE AND 
CUSTOMERS AWAY 


r 
! 
I 
! 
t 
! 
! 
! 
! 
I 
! 





Night and day these two robbers take their toll of tire mileage 
—reduce tire life as much as 15% —cost you gallonage, 
good will, and loss of business. You may be an innocent 
accomplice if station pressure gauges are inaccurate. 


Eco Tireflators eliminate all guess-work in inflating tires. 
Simply set the dial to the required pressure (range 5 to 110 
Ibs.) and apply the chuck. Tires are automatically brought to 
correct pressure. Islanders with Tireflator units put speedy 
automatic air and water service on your pump island. 





Eco Tireflators and Islanders are available in various 
models —Tireflator units meet Grade A Testing 
—y Specifications of the American Standards Association. 


JOHN WOOD COMPANY, Bennett Pump Division, Muskegon, Michigan 
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ABOUT OIL PEOPLE 


ty conference as a representative of 
business and industry and chairman of 
the Vermont delegation. He is a for- 
mer mayor of Montpelier, Vt. 





Joseph A. LaFortune, Deputy Pe- 
troleum Administrator for Defense, 
says he will not return to Warren Pe- 
troleum after PAD is disbanded. He 
said he expects to “sort of retire and 
do missionary work for the natural 
gasoline industry.” 

Mr. LaFortune has been spending 


the past two weeks at his home in 
Tulsa but was expected to return to 
Washington, D. C., around April 15 
to clean up odds and ends in connec- 
tion with the termination of PAD. 


Philip Kaplan, manager of the Gen- 
eneral Oil Co. of Hartford, says that 
his company recently completed con- 
struction of a 2,000,000 gal. fuel oil 
terminal, the newest river terminal in 
Hartford, Conn. He says General Oil 
is planning to sell No. 5 fuel oil busi- 





ies 


50 years in Mm making 


BLACKMER’S “Gold Seal” TRUCK PUMP 


Long life and economical operation is assured BLACKMER’S 
customers with a new design which represents 50 years of ex- 
perience in building the famous Rotary Pumps which are, 


“SELF-ADJUSTING FOR WEAR” 


The new design incorporates all of the time tested 


BLACKMER features plus: 


The BLACKMER CARTRIDGE-TYPE Mechanical Shaft Seal. 
Heavy Duty Anti-friction Bearings completely protected 


from the pumpage. 


Available in two sizes, 214” and 3”, rated at 100 GPM and 
200 GPM respectively. “Listed by Underwriters’ Laboratories, 


Write for complete details, 


liquid materials handling 


~BLACKM 


INDUSTRIAL HAND AND TRUCK PUMPS, STRAINERS, PRESSURE poll VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON « SAN FRANCISCO 


See Yellow pages for your local sales representative 
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ness On a large scale, and increase its 
No. 2 business. 
~ 


Four new sales 
positions have 
been created with- 
in the Republic 
Oil Refining Co., 
Pittsburgh, and 
four employes 
have been pro- 
moted to fill the 
new positions. 

Assuming new 
duties are: 

W. R. P. Pa- 
racca, Alabama-Mississippi division 
manager, with headquarters at Birm- 
ingham, Ala. 

C. M. Farmer, Florida division man- 
ager, headquarters at Tampa. 

H. T. Fischer, Jr., Virginia division 
manager, headquarters at Petersburg, 
Va. 

R. T. Baney, assistant manager of 
bulk sales in the Pittsburgh office. 

Republic says the new jobs were 
created as a result of the company’s 
expanding business, and the addition 
of new terminal storage facilities 
which opened new markets. 


W. R. P. Paracca 


R. F. Doepel R. Prouty 

Robert F. Doepel, Jr. is now a vice 
president of Braun Bros. Oil Co., in 
Winnetka, Ill. Young Mr. Doepel 
began working for his father, presi- 
dent of Braun Oil, right after he com- 
pleted college, three years ago. He 
has been purchasing agent for the 
company, and had handled the adver- 
tising, as well as working with the 
transportation and sales divisions of 
the company’s barge terminal opera- 
tions. 

Richard Prouty has been appointed 
a vice president of Harlem Avenue 
Barge Terminals, Winnetka,  IIl., 
wholly owned subsidiary of Braun 
Bros. Oil Co. Mr. Prouty started with 
Braun Bros. 21 years ago as the oper- 
ator of one of the company’s first 
service stations. For the last two years, 
he has been in charge of the wholesale 
fuel oil sales for Harlem Avenue Barge 
Terminals. 
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(PROFIT DIMENSION) 
TO MOTOR SERVICING 
wh = 


Floor space of a service bay has only two dimensions . . . length and width. Install ~ GLOB BE 


Sng i) 
i 


a GLOBE “‘Frame-Kontact” HOIST and you immediately add a third dimension . . 

a Profit Dimension . . ..which makes this floor space pay dividends. The 
car goes UP for easy accessibility to underside parts... the mechanic stands UP 
for better, faster work . . . and service profits go UP on every job from lubrication 
to major overhauls, 





No other Hoist can match the Profit Dimension you get in a GLOBE “‘Frame-Kontact” *Trade Mark Reg. U.S. Pat. Off. 
* Globe “Frame-Kontact” Hoists 


HOIST: (a) wide open accessibility, (b) relaxed suspensions and easy penetration of are ineee under One ar mare 
2593630 — 2593635 — 2654443. 


lubricant to wear points, (c) fast, easy car handling ability. . . no projecting pads Other U.S. & Foreign Patents 


pending. 
and minimum need for adapters, and (d) neat, orderly floor Space provided by flat, GLOBE HOIST COMPANY 


; E. MERMAID LANE AT QUEEN ST., PHILA. 18, PA. 
floor-hugging contact members. PLANTS: DES MOINES * PHILADELPHIA 


GLOBE ‘‘Frame-Kontact” HOISTS are available in both single post and 2 post types LL &%) = 


In addition, Globe offers you the world’s most complete line of Auto and heavy duty 
Truck Hoists for every service requirement. c - ny 


WRITE TODAY FOR COMPLETE DETAILS ABOUT GLOBE HOISTS 
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DEATHS 


W. W. Muir—a True Independent 


William W. “Billy” Muir, one of the 
first real independent refiners that 
helped put the infant oil industry on 
its feet, died March 25 at the age 
of 102, in St. Petersburg, Fla. 

He was the last survivor of the 
group that met in the Hotel Lincoln 
in Pittsburgh on June 17, 1902 to sign 
the original roster of members of the 
National Petroleum Assn. Billy Muir 
signed for the Crew-Levick Co. 

Mr. Muir started in the oil business 
as a carpenter, building and remodel- 
ing refineries. Then he decided to build 
his own refinery at Warren, Pa. He 
completed it in 1888 and called it the 
Muir Oil Works. In 1902 he pur- 
chased the Glade Oil Works and built 
the Linoline Gasoline Works, which 
made a special fuel for the street lights 
of those days. 

Later he moved to Titusville where 
he built the Pennsylvania Paraffin 
Works and the Bessemer Refining Co. 
Later the Warren and Titusville refin- 
eries were merged with the Crew- 
Levick Co. of Philadelphia. In 1917 
Mr. Muir sold his interests to Cities 
Service Co. 

He was president of the National 
Petroleum Assn. from 1912 to 1917, 
then retired the following year and 
moved to St. Petersburg, Fla., which 
became his permanent home. He be- 
came interested in the growth of that 
city and was one of the builders and 
then president of the Martha Hotel. 

During World War I, Mr. Muir 
served as a member of the Advisory 


Committee to the Council of National 
Defense. 


Perhaps the best description of Billy 
Muir comes from NPA General Coun- 
sel Fayette B. Dow: 

“When the association elected him 
president in 1912 he had already 
fought his way to outstanding success 
as an independent refiner. Independ- 
ence was the very warp and woof of 
his being, as sturdy a man as the old 
oil country ever produced. Deep down 
inside was the love of a good fight. 
Did he plan to build a refinery at 
Titusville? Did the Old House (the 
original Standard Oil Co.) send word 
to him that he would get no crude? 
‘Tell the Old House I will get all the 
crude I want,’ he replied. 


“When he planned to build a pipe 
line to get it, did the Old House 
intimate that they would get him? 
Well, the Old House could go to the 
devil, with his compliments. He built 
his refinery and his pipe line and got 
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William W. Muir 


his crude. One suspects that the Old 
House was really glad of his success 
and wished him well. Such courage 
could not fail to win respect, and such 
a man was well fitted to be president 
of the association.” 

. 

Harry Burstein, vice president of 
Austin Oil Corp., Detroit, died March 
24 in Arlington, W. Va. after he was 
stricken ill while driving home from 
Florida. Mr. Burstein was 63 years 
old, and had been with Austin Oil as 
vice president for 14 years. 

. 

Walter E. Brown, counsel for the 
Sinclair Refining Co., and prominent 
for many years in the oil industry, died 
March 24 at his home in Darien, 
Conn., following a brief illness. He 
was 66 years old. 

Born in Whiting, Kan., Mr. Brown 
joined Sinclair in 1922, after spending 
13 years practicing law and serving in 
political offices in Kansas. He served 
many years as attorney for Sinclair’s 
Kansas City, Mo. office and while 
there became the first chairman of the 
Kansas Petroleum Industries Com- 
mittee. 

e 


R. T. McCoy, one of the pioneers 
in the development of foreign oil mar- 
kets, died in Westfield, N.J. March 
26, at the age of 63. He had recently 
retired as manager of Caltex’s African 
Marketing Department after 35 years’ 
service with the company or its af- 
filiates. 


COMING MEETINGS 


APRIL 


Georgia Independent Oilmen’s Assn., annual 
convention, Hotel Dempsey, Macon, Ga., 
April 22-23. 


“Pantling, Hotel "Grand Rapide, Mich. April 


Fuel Oil Distributors Assn. of New Jersey, an- 
nual convention, Berkeley-Carteret Hotel, 
Asbury Park, N. J., Apr. 28-30. 


MAY 


Tennessee Oil Men’s Assn., semi-annual con- 
vention, Hermitage Hotel, Nashville, Tenn., 
May 2-4. 


Independent Petroleam Assn. of America, 
Silver Anniversary Meeting, Denver, Col., 
May 3-4. 


Oil Industry TBA Group, midwest section, 
Sheraton Hotel, Chicago, Ill., May 3-4 


American Petroleum Institute, Lubrication 
— Skytop Lodge, Skytop, Pa., May 


American Petroleum Institute, Safety & Fire 
Protection Committee, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 


National Highway Users Conference, Fifth 
Highway Transportation Congress, Mayflower 
Hotel, Washington, D. C., May 4-6. 


National Tank Truck Carriers, 6th annual con- 
vention, Netherland-Plaza, Cincinnati, Ohio, 
May 6-8 


Empire State Petroleum Assn., Hotel Roose- 
velt, New York, May 9-11. 


Pennsylvania Petroleum Assn., spring conven- 
=. — Springs Hotel, Bedford, Penn., 
lay 9-11. 


Liquefied Petroleum Gas Assn. Annual Conven- 
her Conrad Hilton Hotel, Chicago, Ill., May 


American Petroleum Institute, Division of 
Transportation, Products Pipe Line Confer- 
ence, Warwick Hotel, Philadelphia, Penn., 
May 10-12. 


American Petroleum Institute, Division of Re- 
fining, midyear meeting, Rice Hotel, Hous- 
ton, y 10-13. 


Indiana Independent Petroleum Assn., French 
Lick Hotel, French Lick, Ind., May 12-13. 


Assn. of American Battery Manufacturers, 
White Sulphur Springs, W. Va., May 13-15. 


Interstate Oil Compact Commission, spring 
meeting, General Oglethorpe Hotel, Savan- 
nah, Ga., May 14-15. 


Oil Heat Institute of America, 32nd annual 
convention, 20th Oil Heat Show & National 
Indoor Comfort Exposition, Commercial Mu- 
seum, Benjamin Franklin Hotel, Philadel- 
phia, Penna., May 16-20. 


American Petroleum Institute, Division of 
Marketing, midyear meeting, Cosmopolitan 
Hotel, Denver, Colo., May 17-19. 


National Fire Protective Assn., 58th annual 
meeting, Statler Hotel, Washington, D. C.. 
May 17-21. 


Virginia Petroleum Jobbers, John Marshall 
Hotel, Richmond, Va., May 20. 


Virginia Oil Men’s Assn., John Marshal! Hotel, 
Richmond, Va., May 21. 


North Caroli Oil Jobb Asen., spring con- 
vention cruise on board the Queen of Ber- 
muda, sailing from Norfolk for Bermuda, 
May 23-28. 


Packaging Institute, Petroleum Packagi 
Committee, Cleveland, Ohio, May 24-25. 


Oil Industry TBA Group, Canadian Section, 
Royal York Hotel, Toronto, Ont., May 26. 





JUNE 


Pennsylvania Grade Crude Oil Assn., 31st an- 
nual meeting, Hotel William Penn, Pitts- 
burgh, Penna., June 3-4. 


. of Aut tive Engi summer meet- 
ing, Ambassador and Ritz-Carlton Hotels, 
Atlantic City, N. J., June 6-11. 
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ALL THIS- 
and a 2-YEAR GUARANTY, too! 


The meter is the heart of the 
pump! Only in the SMITH- 
way Service Station Pump 
can you get the proved, func- 
tional Smith PM-2 Meter. 


It’s self-purging - the Smith PM-2 Meter passes 
water and sediment — Outlet at bottom—No chance 


to accumulate foreign matter to cause wear— 


... and remember! 
Accurate at any flow rate. Now, add to these out- You are further protected by 
the SMITHway Replacement 
Plan, which provides a fac- 
standing features: It’s guaranteed TWO full years! tory reconditioned — meter 
(warranted 12 months) for 
only $15.00 exchange. 


FACTORIES: 5715 SMITHWAY ST., LOS ANGELES 22, CALIF., P.O. BOX 500, SUCCASUNNA, HJ. 

Offices: Atlonta, Chicago 7, Houston 20, Los Angeles 22, New 

York 36 + Canada: Toronto 12, Vancouver 1 + International 
Division — Milwaukee 1, Wisconsin 





AVAILABLE FOR PROMPT DELIVERY 


—ANY QUANTITIES FROM DRUMS TO BARGES 














SU He 96 GOLDEN OILS 
87 RED OILS 
high viscosity, low-carbon base blending stocks 


For delivery and price information, call 


BOSTON—Revere 8-4500 DETROIT—Trinity 2-8100 

CHICAGO—Harrison 7-2562 JACKSONVILLE— Jacksonville 3-0941 

CINCINNATI— Garfield 3930 NEW YORK CITY—Lexington 2-9200 

CLEVELAND— Vulcan 3-6100 PHILADELPHIA—Kingsley 6-1600 

DALLAS—Prospect 1611 PITTSBURGH—Sterling 1-1252 
TORONTO— Gladstone 3581 


SUN OIL COMPANY ¢ PHILADELPHIA 3, PA. 


In Canada: Sun Oil Company Ltd., Toronto and Montreal 





